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Fine insoles bring 
‘comfort and flexibility 
and long life to the shoe. 


DEWEY and ALMY CHEMICAL CO. 


CAMBRIDGE 40 MASSACHUSETTS 
MONTREAL 32, CANADA 
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long life and a beautiful 
one is promised footwear 
crafted in Tandrite. For under 
its admirable color and fine 
finish you know there exists a 
native quality and rugged dura- 
bility tanned-in by the exclusive 
Tandrite process . . . That's 
why Tandrite reputation 
reaches from deep into the past 


to far into the future. 











































































































High heel pump smartly accented 
with a three-button ornament, by 


LAIRD, SCHOBER & CO. 


INCORPORATED 
HAVERHILL, MASS. 


Tandrite Calf Color No. 572 
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Price controls will remain on hides, leather and shoes until well 
after January 1, provided OPA is not overruled by higher authority, as was done 
in the case of meat. 


Immediately after the President removed controls on meat, OPA, in a 


slightly Sore attitude, was ready to let go of the controls on hides, 
leather and shoes. 


At this point the Civilian Production Administration stepped in with 
a_ strongly worded protest. Admittedly, this was a new role for CPA, since 


this agency has consistently opposed retention of price controls. However, this 


opposition has been centered on cases where price controls were a deterrent to 
production. 
CPA's reasoning runs something like this: 


"At present, there is an abnormally high demand for all soft goods, 
including shoes, due largely to shortages of durable items. This demand is 


closely tied to maintenance of relatively stable price levels. If expansion is 
to continued in the shoe industry, which is now equipped to turn out 
600,000,000 pairs annually and the trade is to continue selling a record output, 
shoes must not be priced so that they will be out of competition for the 
consumer's dollar. 

"The low inventory position of the tanner, shoe manufacturer and 
retailer would result in disastrous bidding up of prices for existing supplies 
if controls were lifted at this time. This could very well mean that the shoe 
industry would price itself out of a@ market at a time when competition from 
other lines is returning, thereby wrecking any chances for continued expansion 
and prosperity in this important segment of the economy. 


"Finally, there is no justification for decontrol on the grounds that 


hides will not move, as evidenced by current record cattle marketings." 

Basically, this is also OPA's position. In addition, OPA says that 
it is clear that neither hides, leather, nor shoes meet the decontrol standards 
in the price control law, that is, unimportance to the cost of living and 
balance of supply and demand. Actually, when OPA decides that it is ready to 
lift these controls it is a sure sign that the price agency is also ready to 
close its doors. Decontrol of anything as important to the cost of living as 
footwear would result in immediate decontrol of all other apparel and would 
leave little justification for retaining controls on consumer durable gocds. 

As a result of the President's decision on meat and reported approval 
of the scrapping of the last vestige of wage controls, there is little doubt 
that, for all practical purposes, OPA will cease to be a major force in the 

t 's economy before its legislative expiration date of June 30, 1947. 
But it is not likely that this development will transpire before this year has 
passed into memory. OPA and CPA agree that after Janua 1, supplies will be 
flowing at a rate which will assure full pipelines and the building of inven— 
ies making it much safer to free the shoe economy than it would be to do so 
at this time. 

Production—wise, meat decontrol makes the outlook considerably 
brighter. While hides taken from animals slaughtered since meat decontrol will 
not show up in the form of shoes until around March 1, because of the processing 
required, tanners and shoe manufacturers are no 20h ger reluctant to use supplies 
on hand, since it is quite obvious that additional supplies are in sight. 


[TURN To PAGE 70, PLEASE] 
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ADVERTISED IN-LIFE, 
WOMAN'S HOME COMPANION, 
MADEMOISELLE AND VOGUE 








low-heel welts... youthful shoes, comfort shoes. .. Queen 
Quality has them all in a yariety of styles. The fall range and 
perfect balance of the Queen Quality line gives dealers the advantage of 
filling all their needs from a single source~Queen Quality—a source 
noted from Coast to Coast for the quality and workmanship of its product. 





* glabra? sd tian co “SAINT LOUIS” 


November |, 1946 “ 





¢ 
- 
iInG FOOTWEAR 


ALLUR 





TWEEDIE FOOTWEAR CORPORATION * 


TWEEDIE FOOTWEAR CORPORATION «+ JEFFERSON CITY, MISSOURI! 


“ Shoemaekers Since 1874 
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D. W. MICHENER, associate re- 
search director of the Chase Bank, 
speaking at the National Retail Dry 
Goods Association “Smaller Stores” 
meeting, said: 

“Since the war, while we have 
been calling upon the producer to 
produce extraordinary amounts of 
consumer goods, he has been 
plagued by problems of cost, prob- 
lems of shortages of materials, 
labor problems and price malad- 
justments. Goods which could be 
produced were eagerly taken by 
merchants and easily sold by them 
to consumers. Under these circum- 
stances, retailing has followed pro- 
cedures in keeping with the times. 


It has had to place great emphasis 
upon the securing of merchandise. 
Buying became largely a process of 
‘getting whatever you can, when 
and where you can.’ Quality stand- 
ards had to be reduced. The grad- 
ual upward trend in prices has 
placed a premium on carrying 
larger and larger stocks in order to 
take advantage of price apprecia- 
tion. Hand-to-mouth buying prac- 
tices had, in many cases, to be 
given up because local dealers were 
unable to carry stocks. 

“Because of the relative ease in 
selling goods, there has been a 
tendency to neglect the training of 
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sales forces for skilled, personalized 
selling. If retailers make mistakes 
during the next few years they will 
probably make them by allowing 
one or more of these practices to 
continue after the situation changes. 
For I am conveinced that the time 
is coming when selling will be a less 
easy process, when 30-50 percent 
increases in monthly sales over the 
figures of a year earlier will not be 
common, when consumer _ prefer- 
ences will have to be watched more 
closely and when competition to get 
the consumer’s dollar will be more 
severe. 

“From the point of view of the 
retailer, the important point is that, 
sooner or later, goods are going to 
be harder to sell. Adequate living 
profit margins are going to be 
harder to maintain. Standards of 
merchandising skill good enough 
for the war period are not going to 
be good enough for the period of 
more strenuous competition ahead 
of us. 

“At the moment, retail business 
is traveling at'a good rate of speed 
on a smooth highway. How far it 
is to the turn representing the 
change in consumer buying cannot 
be determined. The important thing 
is for the driver to keep in mind 
that there is a turn ahead and never 
to be traveling too fast to make 
that turn when he comes to it.” 


M. P. BAKLARZ of Michael’s Shoe 

Company, Pittsburgh, Pa., says: 
“It’s going to take us just as long 

to get out of this mess as it took to 
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get into it. Things are plenty tough 
now—due partly to shortage of mer- 
chandise and partly to the greedi- 
ness that forced prices out of range 
and hurt the industry. I think we're 
going through the crisis now and 
will soon begin recovery. Things 
look pretty blue one day but the next 
day they look a little better. But it’s 
going to take just as long to get 
back to normal as it did to get where 
we are now and it’s up to us to be 
patient and keep our faith in the 
future.” 


>. : 


A HALF CENTURY of progressive 
service — that’s the proud record 
that the George O. Jenkins Com- 


pany has established since 1896, 
when George O. Jenkins purchased 
the Hollingsworth Paper Mill in 
Bridgewater, Mass., and started the 
manufacture of heeling board. 

In a very attractive booklet, cel- 
ebrating this fiftieth anniversary, 
the achievements of the company— 
now under the personal and con- 
stant supervision of H. Loring 
Jenkins, George O. Jenkins, Jr. and 
Robert A. Jenkins, son of the 
founder — are modestly set forth. 
There are some very interesting 
photographs showing the mills and 
their products .and we quote the 
punch paragraph: 

“This business, which ,has suc- 


a) 











cessfully passed through three wars, 
as well as two major and three 
minor depressions, faces the future 
with confidence in spite of the many 
perplexing conditions confronting 
all business today — a confidence 
which is best evidenced by the con- 
struction program now under way.” 

Congratulations and good wishes! 





THE BATTLE IS ON 





—A battle of words it is this time— 
between the inflationists, the de- 
flationists, the conflagrationists, 
or what have you— 

—But let them wrangle. 

—The thing that interests us ordi- 
nary business men most is that 
factory inventories, store inven- 
tories and home-closet inventories 
are dangerously low. 

ee is the order of the 


ay. 
—There is still a ge lot’ of 
oe ge power in this country. 
eople, the masses, who control 
this power, need things, lots of 
things, and need them eile 
—If management and labor can 


only get together and iron out 
their grievances, this stored up 
purchasing power will swing into 
action; production will hit an all- 
time high; and full employment 
will continue for a long period of 


time. 
—It's still possible "to roll them eco- 
nomic clouds away." 


Su Te 


DONALD F. SEARS, manager of 
Fred Kimmerer & Co., Williams- 
port, Pa., says: 

“Uncertainty is one of the most 
irritating problems confronting bus- 
iness men. Shoe retailers don’t 
know where, how, or when they will 
obtain wanted merchandise. It may 
come on schedule, months later or 
never. I believe that this transition 
period between war and normal 
peace time would be made a lot 
more bearable if business and gov- 
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ernment could agree on a system of 
quotas for all industry and trade. 

“Such a plan would resemble the 
allotment system of shoe manufac- 
turers, now in use, but would be 
more comprehensive and apply to 
other lines of business as well. Avail- 
able raw materials would be surveyed 
and allotted to factories in propor- 
tion to their capacity and sales. 
Manufacturers, in turn, would allot 
production to wholesalers and re- 
tailers according to previous busi- 
ness and sales volume. Over-all fig- 
ures would be common knowledge 
and trade. associations or govern- 
ment bureaus could translate them 
into terms of so many pairs of shoes 
per person per year. In this way, 
everyone would know approximate- 
ly how many shoes or how much of 
any other commodity he could de- 
pend on in a given period. 

“If you think this sounds too 
much like a planned economy, re- 
member that during the war people 
were educated to cooperate with 
others. Patriotism was one of the 
motives; but patriotism shouldn’t 
stop with the war. : 

“The object of such a plan would 
be to stabilize conditions until full 
production is attained. As this goal 
is approached, the plan would have 
a tendency to curtail production in 
some instances where factories built 
up output faster than expected. But 
when full production is reached, the 
need for quotas is done away with.” 
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CARLOTTA GREENFIELD, new- 
ly appointed sales training director 
of Maison Blanche, New Orleans, 
says: 

“I am a great believer in visual 
education methods. The Navy 
taught us that. We will use films 
and lectures and practical demon- 
strations in modern methods of 
super-sales. Progressive stores are 
coordinating their departments and 





training their employees to give 
shoppers the kind of service that 
will sell the store—service to win 
friends and influence customers 
Such service is one of the most im- 
portant assets a store can have for 
it builds good will. That’s my job 
here . . . to work out with the 1750 
employees of Maison Blanche a 
super-training course. 

“There'll be some changes made 
in customers’ buying habits—and 
soon.” Miss Greenfield said that 


she had received many a shock, 
when she got out of the Navy, by 
the indifferent and even insulting | 
service she met when she went shop- 
ping. “I couldn’t believe it,” she 
said. 


GRARAM 
HUNTER, 






“Better look again ond see if you can't fit me. I'm the butcher your wife gets her meat 
from." 
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“Trade Sees Hope of Eased Supply 


Shoe Fair Opens in Atmosphere of Optimism with Record 
Attendance of Merchants, Buyers and Manufacturers’ Repre- 
sentatives—De-Control News Thrills Thousands of Shoe Men in 


a 


Attendance at Chicago 


Chicago—News of the Removal ef All Price Controls on Shoes, Hides, Skins and Leathers 
Reached Chicago Late Wednesday Afternoon and Created Tremendous Enthusiasm Among 
Thousands of Shoe Men Attending the National Shoe Fair. 


Cuicaco—In an atmosphere of 
renewed confidence, born of the be- 
lief that more leather and shoes will 
be available in the not too distant 
future as a result of President Tru- 
man’s decision to lift livestock and 
meat controls, and of further price 
action for which the industry is hop- 
ing, shoe men poured into Chicago 
in . unprecedented numbers early 
this week for the opening on Mon- 
day of the 1946 National Shoe Fair. 

First official national gathering 
of the trade since °44, this year’s 
Shoe Fair would have been a record- 
breaker in any event, due to the 
tremendous demand for shoes that 
has developed during the period of 
acute shortage. Retailers were eager 
to buy, and manufacturers, if not 


exactly eager to sell, were at least 


keenly desirous of keeping their 
lines before the trade. They would 
have filled Chicago’s available hotel 
space regardless of any price action 
from Washington calculated to free 
the supply jam in hides, leather and 
shoes. But the fact that Mr. Tru- 
man made his sweeping amnounce- 
ment at the time he did had the 
effect of changing the atmosphere 
of this important trade meeting 
from what might of otherwise have 
been a spirit of annoyance and 
frustration to one of enthusiasm and 
buoyant optimism. 

The government’s action un- 
doubtedly increased the pressure for 
shoes to which manufacturers at- 
tending this Shoe Fair were sub- 
jected. Everybody was even more 
insistent than before on having his 
quotas increased, and the manufac- 
turers, up to now, are in no better 
position than heretofore to speed 
up early deliveries to stores. In fact 
there is talk here of the possibility 
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that reduced quotas may be neces- 
sary in some cases. 

Undoubtedly the broad outlook 
has brightened materially for the 
coming season, but now there is 
little manufacturers or their sales 
representatives can do save promise 
their utmost efforts to supply the 
shoes that retailers are demanding 
and deliver them at the earliest pos- 





FULTON LEWIS, JR. 
Featured on Shoe Fair Pro- 
gram at Monday's Opening Session, 

October 28, in Chicago. 


sible dates. Even government ex- 
perts concede that cattlehide leather 
cannot begin to approach adequate 
supplies until after the turn of the 
year and that the supply for the 
first half of 1947 will be definitely 
under that of the latter part of 
1945. Many in the trade believe 
1947 will be well along before the 
shoe picture can show much change 
for the better. 

But these facts have by no means 


dampened the ardor or lessened the 
eagerness of merchants and buyers. 
They definitely see an eased supply 
situation in the offing and they were 
here by the thousands, bent on buy- 
ing shoes. They bought all they 
could and then clamored for more. 
By Sunday noon they had practi- 
cally filled the four official Shoe 
Fair hotels, the Palmer House, 
which this year is National Shoe 
Fair headquarters; the Morrison, 
where the St. Louis Shoe Manufac- 
turers Association had its big group 
display, while holding open house 
for Fair visitors at a Service Center 
modeled after the veterans’ service 
centers that proved so helpful dur- 
ing the war, and where hundreds of 
other shoe lines were also on dis- 
play; the Chicagoan Hotel, prac- 
tically next door to the Morrison, 
and the Sherman, on Randolph 
Street, familiar to shoe men as the 
scene of many a national convention 
of the trade, in the years interven- 
ing between two world wars. 

Warned in advance of the tight 
hotel situation existing in Chicago, 
and determined not to be caught 
napping, the shoe men or many of 
them, came earlier than usual this 
year. Many of the manufacturers 
set up their displays on Saturday 
and were oven for visitors Sunday 
morning. At that, they were ready 
none too soon, for early Sunday 
morning the long lines of shoe men 
were beginning to appear at hotel 
registration desks, and by noon 
things had taken on the characteris- 
tic Shoe Fair appearance, with sam- 
ple rooms scenes of busy activity, 
and elevators, lobbies and corridors 
crowded with shoe men. 

The program for this Shoe Fair 
was lined up with the idea and in- 


tention that this was to be a buyers’ 
show, with very little time out for 
amusement or for the clinics, round 
table sessions, style revues and ban- 
quets that have lent color and a 
certain amount of gaiety to similar 
gatherings in years past. This year, 
the management figured, shoe men 
attending the Fair would scarcely 
be in a mood for that kind of thing, 
their interest being centered main- 
ly on contacting their resources, 
placing their orders and learning 
everything possible about shoe con- 
ditions and prospects. 

In consequence of this policy, the 
only scheduled meetings for Shoe 
Fair week were the joint luncheon 
sessions at the Palmer House Mon- 
day, Tuesday and Wednesday, the 
annual dinner and meeting of the 
National Shoe Manufacturers Asso- 
ciation Monday night and directors’ 
meetings of NSMA and NSRA Tues- 
day night. Featured speakers at the 
luncheon meetings were: Fulton 
Lewis, Jr., of radio fame, on Mon- 
day; Cloud Wampler, banker and 
industrialist, on Tuesday; U. S. 
Senator Kenneth Wherry, of Ne- 
braska, on Wednesday. 

Immediate and future problems of 
the Shoe Industry came in for seri- 
ous discussion by the Presidents of 
two Great National Associations of 
Retailers and Manufacturers as the 
1946 National Shoe Fair opened at 
a crowded luncheon session at the 
Palmer House, Monday. 

Edward C. Orr, President of 
the National Shoe Retailers Asso- 
ciation, raised the pertinent ques- 
tion of what the industry should do 
to help market the increased pro- 
duction of shoe factories when the 
present shortage is over. He pro- 
posed a plan whereby a Joint Com- 
mittee of Retailers and Manufac- 
turers should study the problem 
and try to discover a solution. 

Lawrence G. B. Sheppard, Presi- 
dent of the National Shoe Manu- 
facturers Association, greeted the 
shoe men on behalf of his associa- 
tion and likewise referred in pass- 
ing to the industry’s present situa- 
tion and future outlook. He declared 
that the lifting meat controls marks 
the turning point toward a brighter 
future in which the industry will 
quickly solve its supply problems. 

Mr, Lewis, renowned Washing- 
ton Reporter for Mutual Broadcast- 
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CLOUD WAMPLER 











SENATOR KENNETH WHERRY 


Industrialist and Nebraska legislator who spoke at Tuesday’s and Wednesday's ses- 
sions, respectively, of National Shoe Fair, Chicago. 


ing Company, gave a characteristic 
rapid-fire talk on conditions at the 
Nation’s Capital and delighted the 
great majority of shoe men present 
with many of his caustic com- 
ments. 

In his address as chairman of the 
opening session, N. S. R. A. Presi- 
dent Orr said: “Our Industry has 
proven itself to be very resourceful. 
All during the war, when the armed 
forces needed leather not only for 
shoes, but for thousands of other 
items, our industry was confronted 
by one crisis after another. In spite 
of apparent insuperable obstacles it 
continued to turn out shoes for all 
of our armed forces, for some of the 
armed forces of all of our allies, 
and enough to shoe the entire pop- 
ulation of the United States very 
comfortably and stylishly. And we 
came out of every wartime crisis 
with a larger production of shoes 
than we had before we went into it. 
In fact the war years taught us to 
be so resourceful that we suddenly 
find ourselves producing one-half 
again as many shoes as we ever 
did before the war, still working 
under the so-called insuperable dif- 
ficulties. Thus, while battling tre- 
mendously adverse conditions we 
have developed an ability to make 
shoes at a rate that, in other times, 
‘would stagger our imagination. It 
is only common sense, therefore, 
that we stop and consider this in- 


teresting picture that faces us in the 
future—this picture that tells us 
very plainly that we must cope 
with a shoe output of at least six 
hundred million pairs per year. It 
would be well for us to be realistic 
about it and to admit to ourselves 
that it contains a possible problem. 

“I am so convinced of the urg- 
ency of attacking it now, that I am 
going to have the temerity to make 
a proposal to the industry as a 
whole—that, while we are here in 
Chicago, a committee of five Man- 
ufacturers and five Retailers be ap- 
pointed by their respective Associa- 
tions for the sole and express pur- 
pose of making a thorough study of 
this problem, and devising ways 
and means of creating a greater per 
capita consumption of shoes.” 

In his brief address at Monday’s 
luncheon, President Sheppard of 
National Shoe Manufacturers Asso- 
ciation, said: “We all know. that 
with the decontrol of meat, the hur- 
ricane of harassment passed over 
and is now being dissipated. As we 
turn our eyes.to the future there, 
are many encouraging signs. There 
is not justification, however, for ex- 
pecting the Shoe Industry and all 
of its many segments to return to 
normalcy within the next three to 
four months. By early Summer, 
however, conditions should be 
much more satisfactory.” 
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ditorial outlook 


Half Free Wont Work 


MOST people in the shoe trade seem to concur in the 
opinion that the President acted with wisdom and good 
judgment in deciding to lift price controls from live- 
stock, food processed from livestock, and feed. As he 
explained in his address to the nation October 14, no 
satisfactory alternative was open to him. If there was 
a political motive as well as an economic one behind his 
action, the results will nevertheless prove a net gain to 
the nation, provided industry and labor lose no time in 
bringing production back to a normal level and wiping 
out the acute shortages that prompted his drastic move. 

Mr. Truman specifically mentioned the hide and 
leather shortages and the closing of shoe factories as 
among the reasons calling for action at this time. Un- 
questionably the lifting of price controls on livestock 


and meat has vastly accelerated the movement of cattle 
to federally inspected slaughter houses and resulted 
in an increased supply of hides and skins available to 


tanners. But the price inducement which the govern- 
ment holds out to the cattle growers and the meat pack- 
ers is not extended to the hide dealers who deal only 
in country hides, and who have heretofore refused to 
sell at the existing ceiling of 1544 cents per pound. 

As this is written, no immediate price relief ap- 
pears to be contemplated for the tanners, the shoe 
manufacturers or the retailers. Yet shoes are a necessity, 
as well as meat, and there is a definite shoe shortage. 
If price controls must be lifted from livestock and meat 
to persuade cattlegrowers to market their animals and 
packers to process them, how about a little encourage- 
ment, pricewise, for the tanner, the shoe manufacturer 
and the merchant? Show us another everyday neces- 
sity of life, if you can, that has held the price line to 
date as conscientiously as shoes, or that has received 
less consideration in the shape of price relief from OPA, 
to compensate for mounting production costs. 

No one in the industry expects an immediate flow of 
leather to result from Mr. Truman’s action in freeing 
livestock and meat; it’s a long, long way from the feed 
lot to a side of sole leather, or the finished calfskin 
ready for the cutting room. But the shoe industry and 
the nation will want to see action, now that Mr. Truman 
has taken up the challenge and put the problem of hides, 
leather and meat squarely up to the growers and the 
packers. Any withholding of hides or skins at the pack- 
ing houses, in the hope of higher prices later, will bring 
down on the packers the condemnation of the public, 
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in view of the existing dire shortage of leather and shoes. 

As a matter of fact, some additional meat did begin to 
appear in New York butcher shops within 24 hours fol- 
lowing the President’s announcement, the explanation 
offered being that certain quantities, held in storage for 
the long pull, were released when it became apparent 
that more meat would soon begin to flow through the 
supply lines. In the view of Washington officials some- 
thing similar may happen with regard to leather and 
shoes. Now that additional hide supplies are in sight, 
tanners will be more inclined to speed up the finishing 
of leather in process and shoe manufacturers will be less 
sparing in using up what leather they have. 


FROM the long term viewpoint, CPA believes decon- 
trol of meat prices means a relatively normal kill of 
cattle in 30 days, more hides in 60, more leather in 90. 
But even after the first of the year CPA sees less cattle- 
hide leather in sight than in the latter half of 1945, 
although more should be available than in the first half 
of 1946. The import program announced recently by 
Reconversion Director Steelman and described on page 
353 of the October 15th REcoRDER is expected to bring in 
an estimated half million bovine hides and skins. 
Despite this rather encouraging outlook, which bears 
out the editorial position steadfastly maintatined by Boot 
AND SHOE RECORDER ever since price controls lapsed on 
June 30th, namely, that a free market for livestock 
and livestock products was the key to the leather’ and 
shoe supply problem, CPA’s attitude at this writing is 
said to be against hide decontrol until such time as more 
normal supplies are available. Perhaps that is a natural 
and understandable attitude for CPA to take as it feels its 
way through the uncertainties created by Mr. Truman’s 
sudden and drastic decision. Perhaps the shoe industry 
should not be too discouraged by it. Shoes stand to gain 
as a result of recent changes in the overall picture, and 
the fact that these changes have taken place suggests the 
probability that other changes will follow. Hide decontrol 
may come sooner than many people expect. Indeed the 
President promised that there will be no undue delay in 
the return to a free economy. Obviously the attitude of 
the shoe industry and its main objective, so far as these 
matters are concerned, should be to convince the gov- 
ernment of the desirability of complete decontrol for 
hides, leather and shoes at the earliest practical moment. 
You can’t have an industry half controlled and half free. 
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Quality Sells 
Casual Shoes 


by ELEANOR RUTLEDGE 


Good Materials . . . with Leather 
at a Premium in Today's Con- 
sumer Buying . . . Good Shoe- 
making and Smart New Styies, 
These Are the Things That 
Are Moving Casual Shoes 
from Retail Shelves and Pil- 
ing Up a Profit in Many 
Stores Across the Country. 


* 
Wewoaeverer*” 











THE experience of many merchants in selling casual 
shoes during the past Summer makes any discussion 
of this subject a timely one. Replies to a questionnaire 
sent to a representative group of retailers indicates un- 
mistakable consumer reaction to this type. Women, they 
report, wanted leather in their casual shoes and they 
wanted them of good quality, well-made and well-styled. 
The retailer who had such shoes and had bought them 
in sufficient quantity increased his 1946 casual shoe 
business by 25 per cent, and more, over 1945. 

Among other reasons given for bigger sales in this 
type was an increased demand for shoes in general 
which was not satisfied because of shortages in street, 
evening, beach and white shoes. To intensified promo- 
tion and to the popularity of nationally known brand 


Reading clockwise starting extreme left: 
red suedene with asymmetrical vamp and scoop wedge heel 
and platform; a Blue Grass casual by Reinhart. Cross strap 
sandal in “Aqua” leather, a new alligator grain, on 1044/8 
heel with laminated sole; smart new Chou Chou line by 
Pli-Mode. Sling pump in plastic alligator print from Desco. 


Front strap shoe, suitable for country wear in white, red or . 


brown elk, from Kickerinos. High front elk stepin with 
pinked moccasin type overlay, squared at toe, on 12/8 heel; 
a Hobby Nobbie by Hobby Footwear. 





names, a few retailers attributed their additional sales 
this past Summer. 

Where casual shoe business had decreased, the rea- 
sons given were lack of better grade shoes in attractive 
new styles, lack of leather shoes and, according to one 
fast style store, a falling-off of business throughout his 
store, due to a general “lethargy.” Among the com- 
paratively few merchants reporting decreased business 
in casual shoes over 1945, Russell Werner of Frank 
Werner Company, San Francisco, had this to say: “The 
main reason for the falling off of the sale of casual shoes 
is that customers want better casual shoes. The quality 
has not been good enough.” 

Two merchants who enjoyed better business in casual 

[TURN TO PAGE 62, PLEASE] 


Reading clockwise, starting upper left: “Dollerina” black 
suede ankle strap from Prima. Black suede sling pump, a 
practical daylong town shoe from Hylander. Broad 

youthful golf shoe from Joyce. Dressy, casual and colorful 


and 8/8 platform, Leisure Loungers by Middletown. Black 
suede high-riding stepin on 5/8 heel from Elkind. 


A casual costume that is also smartly tailored requires shoes 








Must SLIPPER SALES Slip after 


by ELINOR FOX 


Clockwise, starting lower left: 
Glamour afoot in an open toe 
mule of multi-color satin stripes 
with red looped pompon, 18/8 
heel, hard soles; Gay-Step by 
Keystone Slipper Co. Formal 
scuff of shining multi-colored 
strips woven with gold thread 
on one-inch platform, soft lea- 
ther sole; Sambros of Holly- 
wood. A natural for evening 
slacks, neat little shoe of black 
and gold striped-fabric, soft- 
soled scooped wedge and plat- 
form; Oomphies by La Mar- 
quise Footwear, Inc. 
Bare _ sophistication. 
perfect mate for loung- 
-ng costumes, Gold kid 
wedge mule with per- 
forated detail on wide 
instep strap, hard 
leather sole; Puncho 
by Swan Shoe Co. 


it's the Natural Tendency for Volume to 
Slump When the Stimulus of Holiday Gift 
Buying Is Past, but Special Promotion Can 
Minimize It. Coordination with Negligees 
and Ski Wear Will Increase Sales. Fireside 
and Hostess Types Good Promotion Themes. 


Left: Cozy and casual, the natural-coler shearling 
boot, red leather trimmed and tied. Soft sole, 


slipper by the Dianafix Co. 





~ CHRISTMAS? 


WHAT happens to the slipper department in your store 
after its Christmas décor has been taken away? Do the 
sales figures come down with the holly wreaths? Do 
you let your customers forget about slippers until the 
next holiday season? True, slippers are an excellent 
Christmas item; but their success story can be year-long 
if you make it so, and the selling period immediately 
after the holiday is an excellent one for this type of 
merchandise. 

Consider the consumer’s activities in this Winter sea- 
son, and you will discover many ready-made promo- 
tional ideas. First of all, during the Winter months 
there is a great deal of entertaining at home to which 
the trend toward formality has spread. Glamorous 


hostess gowns are popular and call for equally glamor- 
ous hostess shoes. Do you have them in stock? You 
need not attempt to create a January demand, you see. 
It already exists and your job is only to satisfy it. 
Secondly, January is the time for Winter sports. 
Warm clothes fill every suitcase on the ski trains, half 
of them for lounging by the fireside after a cold day 
in the snow. This is where your department comes in. 
Do you have warm indoor slippers and booties? Not 
only should you have them stocked in fair quantity but 
you should be telling your customers about them. Janu- 
ary is a good month for advertising cozy after-ski wear. 


- Last, but certainly not least, is the year-round need 
for bedroom slippers. Not every woman received the 
pair she needed for Christmas. Therefore, you can sell 
them to her in January. Negligées are top items in the 
Christmas catalog. Remind your customer that you 
have the new slippers she needs to wear with hers. 

[TURN TO PAGE 62, PLEASE] 


Left to right: “Merry Widow” scuff, tearose rayon satin, 
black failie binding and black lace on platform; Kleinert 
Rubber Co. Embroidered faille flat slipper with low 
platform and soft sole; Putterman Footwear distributed 
by Gerda. Soft pompon on flat-heeled velveteen slipper, 
plaid flannelette lining, hard sole; Venus Sandal Mfg. Co. 
Plush and bunny fur with elasticized sling, faille plat- 
form spring heel; Honeybugs by Holiday Casuals. 








Executive vice-president Jack Goddard, left, and President Frederick Kayser, center, hold a 
meeting with managers. Left to right: Bernard A. Sencer, Melvin Price, Charles M. Reedy, Frank 
Campbell, Mr. Kayser, Irving Parkins, O. H. Falkenstein, Lawrence C. Eisele, Kiki Gergich. 


CUSTOMERS 
Make BUSINESS 


ALMost every traveling man has dreamed of the day 
when he could retire from the arduous life of the road 
to open his own shoe store and put into practice all the 
things that other retailers have seemingly forgotten. 
Jack Goddard cherished that dream for sixteen years 
while covering the West Coast for a Chicago shoe manu- 
facturer. His geniality, wit and intelligence had en- 
deared him to thousands of store owners and buyers 
on the Coast, and they were all enthusiastic about his 
settling down in his “dream store” and showing them 
how it should be done. He had his heart set on open- 
ing up shop in Los Angeles where he had made his 
home during his years on the road. 

Two years ago he stopped dreaming long enough 
to pinch himself: he was able to buy a half-interest in 
the long established and respected Los Angeles shoe firm 
of Wetherby Kayser, which with its three stores in the 
Los Angeles area had been a favorite shopping place 
for several generations of Californians. Mr. Goddard 


52 


FREDERICK KAYSER, 


President of Wetherby Kayser, and friend of Mr. 
Goddard. They teamed up to form one of the 
happiest retail organizations in the shoe business. 
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Jack Goddard, Executive Vice-President of Wetherby 
Kayser, in Los Angeles, Makes Courtesy and Consid- 
eration Cardinal Points in a Retail Creed That Empha- 
sizes Salesmanship as the First Essential for Success. 


by JUANITA P. SAYER 


became executive vice-president to President Frederick 
“Fritz” Kayser, a longtime friend, and together they 
have built what has come to be recognized as one of the 
best working organizations in the retail shoe business. 

Although he had never been engaged in the retail 
end of the shoe business, Jack Goddard entered it with 
very definite ideas on what the well-run shoe store should 
be like. Sixteen years is a long time to build up a back- 
log of ideas for a dream store, but it is a simple matter 
when you have a memory like Jack Goddard's, which, 
his associates say, is as retentive as an elephant’s. 

Mr. Goddard had seen customers “treated and mis- 
treated,” as he says, in every state in the Union and he 
had made up his mind that his customers would never 
receive any discourteous service. He was also convinced 
that the only way that a retail firm could give value to 
the customer for the amount of money she spent was to 
give her the best in customer treatment. “When a patron 
is subjected to poor treatment at the hands of sales- 
people, she loses her self-respect,” he contends. 

Mr. Goddard himself as a customer had suffered at 
the hands of careless salespeople. He feels that the most 
important part of his background for retailing was that 
he had been a customer so frequently that he had been 


Jack Goddard, executive vice- 
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able to ascertain at close hand where retailers and their 
salespeople were falling down on the job. 

That he was thoroughly acquainted with the manu- 
facturers’ point of view and that he also possessed an 
intimate knowledge and a deep sympathy for the travel- 
ing man were to stand him in good stead during the 
two hectic years which lay ahead. 

When Mr. Goddard joined forces with Wetherby 
Kayser, he realized that changes would have to be made 
first in the firm’s administrative policies and in training 
managers and salespeople to carry out these policies. 
These changes were made so gradually that there was 
no upheaval in the organization. 

As he sees it, the basis of any retail business is good 
salesmanship; a statement which may sound a little trite, 
he admits, but he says that all one needs for tangible 
proof that many managements neglect this precept 
is to go into a few retail stores as a customer. From 
what he has discovered in his shopping, the results are 
discouraging. 

What are Mr. Goddard's rules of salesmanship? First, 
“We must go back to depression methods of selling.” 
By this, he explains, “I mean that every salesman must 

[TURN TO PAGE 70, PLEASE] 








TEEN-AGE Customers 


Clockwise, starting lower left: Cross-strap, closed toe 


model; Mademoiselle from Carlisle. Soft Balletina 
with inside wedge, real drawstring; Lester Pincus 
Original. Soft version of the loafer on a platform; 
Prima. Ballet variation; Sportster from Sandler of* 
Boston. Gathered toe treatment; Kay Karzmar Casual. 


: 


A YEAR ago, writing about teen-age shoes and teen-age de- 
partments, we described the trend which was then just getting 
into swing as a new thinking based on the recognition by shoe 
men that teen-agers comprise a distinct customer-group with 
its own needs, tastes and desires. So widespread has this 
recognition become that the necessity of providing shoes for 
this specialized clientele has become almost second nature to 
most progressive shoe retailers. Manufacturers, too, have 
studied this profitable market; many have developed special 
lines for the teens, designed to appeal to their eyes and their 
pocketbooks, and to delight parents because of their “sensi- 
bility.” 

The popularity of flats in the women’s lines is in no small 
way responsible for the success of specialized teen-age lines. 
Smart styling, sophisticated treatments, well-designed lasts 
combining graceful appearance with foot freedom have en- 
deared teen-age shoes to their customers—not only to custom- 
ers of teen-age, however; many a woman séeking a smart low 
heeled model has found exactly what she wanted in the teen- 
age department. 

What are the features which the teen-age customer seeks in 
her shoes? Style, first of all, for this young girl is decidedly 
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Want STYLE . 


Young Girls of High School Age Are Fashion-Minded These by 
Days, and They Want Attractive Shoes Which Will Flatter ANNE R. 
Their Feet. This Is a Profitable Market for the Enterprising DAVID 


Shoe Retailer Who Makes It His Business to Go After It 


Right: Left to right — Red 
moccasin front stepin with 
open back; Teen-Age from 
Brown. The classic loafer on 
a heavy sole; Red Goose 
from Friedman Shelby. Out- 
side moccasin seaming on a 
bal; Polly Deb from Rob- 
erts, Johnson & Rand. 


Below: Left to right — The 
gypsy seam stepin with paral- 
lel rows of perforations; Joy 
Shoemakers. Low heel stepin 
with open back, moccasin 
front; American Girl. Gypsy 
seam stepin with open back; 
Weatherbird from Peters. 













QUT of every critical period come 
developments which make for bet- 
ter living. No exception was the re- 
cent war period and the difficult 
time which has followed it. In the 


shoe business, as in other fields of. 


activity, new products and new ways 
of making old products have im- 
proved the quality of merchandise 
offered for sale. 

Especially important has been the 
effect of the past period on infants’ 
shoes. Limited in their production 
by materials and labor shortages, 


Left to right: The sole ex- 
tends up the back of this 
moccasin front oxford; 
Jumping Jack from S. B. 


Left to right: Soft sole blucher 
boot with perforated detail on toe; 
Happy-Go-Lucky from Ed White, 
Jr. The classic plain toe blucher 
boot on a soft sole; Mrs. Day. 
Air-tread cushion sole on a blucher 
boot; Cosyfoot from Chesbrough. 


Infants Shoes 
Reflect Study of Lasts 


Manufacturers Have Concentrated on Pro- 
viding as Perfectly Fitting Shoes as It Is 
Possible to Make for Tender Young Feet 


manufacturers of infants’ shoes de- 
voted their efforts toward improv- 
ing the shoes which they could 
make. The result—more interest 
has been focused on lasts. Aiming 
at proper last and pattern design, 
shoe men worked over their lasts 
until they developed those which 
would combine snug fit at the heel 
in order to hug the muscles of baby 
feet with adequate toe room for 


oR 


growth. They aimed at providing 
foot support with flexibility; foot 
protection with barefoot freedom; 
cling at the heel without the neces- 
sity for tight lacing—and they 
achieved their goal. Infants’ shoes 
for Spring 1947 are as well designed 
as the industry can make them— 
and you'll find it easier to fit your 
baby customers correctly and easier 
to satisfy their parents. 
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Shoe Store Completes 
DEPARTMENTI 


CLIMAXING nearly half a century of growth and 
change, Weschler’s, of Erie, Pa., awaits only the installa- 
tion of special lighting effects to make it a finished “de- 
partment store of footwear.” ° 

The present program of rebuilding and departmentiza- 
tion was planned and started in 1941, but met with 
many handicaps engendered by the war. The business 
was moved into the space now occupied in 1943. 

“Weschler’s became an Erie landmark in 1901, when 
we first entered the shoe retailing business,” recalls 
Harry J. Weschler, treasurer, “and for many years was 
managed by Robert E. and Charles L. Weschler. The 
latter died recently. 

“Down through the years we have stuck to a mer- » 


cH 


Front of the store on the Peach 
Street side. Notice hew the 
store sign dominates the front; 
ample display space is afforded 
by the window arrangement. 


Left: The children’s department at 

Weschler’s. Nursery rhymes and fig- 

ures on the panel above the stock help 

to keep young people interested while 
they are being fitted. 


Above: The women’s department 

located at the front of the store. 

In the background is the profitable 
accessory department. 


LATION 


chandising policy with two main points,” he continued. 
“We have become identified with nationally advertised 
brands of shoes of many varieties and with quality 
reputations, and we have tried to keep step with changes 
in styles, in both footwear and in methods of retailing 
footwear.” 

Concentration upon these factors has brought Wesch- 
ler’s from its initial year’s gross of $15,000 to approxi- 
mately $500,000. Present management of the store is 
under Robert E., president; Harry J., treasurer; Joseph 
J., vice-president, and Robert F., Jr. secretary. 

Personnel numbers about 21 now. Prices range from 
$7.25 to $16.95 on the main floor of the store, while a 
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JUNIOR 


Ju WILLA in ff girls 
By GALE 


for boys Vl, 


Children’s sizes 8% to 12 - Misses’ sizes 122 to 3 


We put a lot of work, a lot of planning, a lot of research and plenty of 
just plain know-how into this line. Now here it is, and we know it’s nght 

. from our point of view, from a parent's point of view, from a child's 
point of view, and from your point of view. Remember, Junior Daytimers 
are by Gale, pulses of good shoes for more than eighty years. Mothers 


know Daytimers through National Advertising i in their favorite magazines. 


DAYTIMER SHOE COMPANY ° NORTH ADAMS, MASSACHUSETTS 















RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mannafacteiriing mt Martels 


St. Louis 


MANUFACT URERS and wholesalers here received en- 
thusiastically news of the Truman administration’s scrap- 
ping of meat controls and while the opinion, generally, also 
favored immediate decontrol for hides and leathers, some 
expressed doubt as to the advisability of such a move until 
the cattle slaughter reached sizable proportions. 

With livestock flooding the East St. Louis market, how- 
ever, in such quantities that in a few days after decontrol 
prices on some grades of beef had dropped to only a $1 a 
hundred above the OPA ceiling, the cattle slaughter ap- 
peared near the point of supply which would allow hides 
also to sell at not too unreasonable a figure, if decontrolled. 

That the meat industry’s decontrol would be a stimulus 
to production, which among many St. Louis manufacturers 
had reached the acute state for want of leathers, there 
could be no doubt. 

As one manufacturer expressed himself, tanners will be 
willing to release leathers again now that their supply 
source has reopened. He warned, however, and his ad- 
monition was expressed by others, that ceilings on hides 
and leathers, with no ceilings on beef, would act as a de- 
terrent, to some extent, to the flow of hides and leathers. 


Chicago 


WHAT jubilation may have been felt when the decontrol 
of meat was announced was left mainly for the butcher and 
meat processor. Even the housewife, fearful of rising prices, 
is not at all sure that this will prove an unmitigated boon 
for her. Thus far enthusiasm has not extended to the 
leather and shoe trades. Although it is obvious that in- 
creasingly large numbers of animals are daily finding their 
way to the slaughter pens, yet the time lapse before hides 
are usable for manufacture of shoes is such that the con- 
sumer will be able to note no difference in the availability 
of footwear for many months to come. 

Shoe manufacturers are neither impressed nor depressed 
by the immediate situation. They have long since become 
accustomed to taking both good and bad news in their daily 
stride. So long as present ceilings remain on hides, they 
believe the shoe situation will remain tight. Even though 
the tanners may get steadily greater supplies of hides, they 
will not be over-anxious to process them so long as low 
ceilings make their operations unprofitable. 

Retailers comment that they do not expect to see any 
perceptible difference in their stocks for many months to 
come. There are those who believe it will be at least a full 
year until there is again a normal flow of leather footwear 
from manufacturer to retailer to consumer. Because man- 
ufacturers are working on many orders for gabardine and 
plastic shoes, they have, of course, stocked up on substi- 
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tutes. Even if sufficient leather were available shortly, it 
would not be reasonable to expect them to lose their invest- 
ment on these substitute materials. However, since every 
indication points to considerable delay in the arrival of 
adequate leather at the shoemaker’s bench, there is no 
trade anxiety on this score. 

The government’s proposal to reduce the export of hides 
and increase imports, shoe men maintain, is scarcely feas- 
ible since calfskin (which is the outstanding need in the 
shoe industry) is suffering from a serious lack in the 
international markets. Even though tanners may now buy 
hides and skins without including them in their quotas, 
the cost is practically doubled as prices in these markets 
are almost twice as much as they are in this country. And 
since the American tanner is limited by price ceilings at 
home, of what advantage will it be to buy abroad, even if 


“he could find the quality and number of skins he might 


want? A tanner or a shoe manufacturer might carry on 
for a while, operating at a loss, for the sake of keeping 
his plant going, to avoid dislocating his help, but this kind 
of situation could not continue for long. 

Recently the kid situation has improved slightly, and 
imports of kangaroo leathers have increased somewhat. 
But the prices on imported calfskins (when available) are 
so high that most factories hesitate to buy them. 

Although buyers continue to ask for closed shoes, a 
number of manufacturers believe that this is something of 
a fictitious demand which shoe men themselves have built 
up in their effort to have “something new.” In filling their 
orders factories note that at least 85 per cent of their 
production is given over to models with open backs or toes, 


or both. 
New York 


T HE big news nationally may be the long sought end of 
meat controls, but it brings no relief to New York man- 
ufacturers still harassed by a trucking strike. Were the 
country swamped with leather very little of it would reach 
the New York .market under present conditions. 

The strike, originally affecting nearly 15,000 drivers, is 
now two months old. About 8,000 drivers went back to 
work the middle of last month under terms of a formula 
which.increased their pay 124% cents an hour. They wanted 
31 cents. The formula provides the difference to be paid 
inte escrow pending arbitration. This arrangement did not 
satisfy 5,650 other drivers who are still out. As a conse- 
quence, manufacturers are operating on a hand-to-mouth 
basis; perhaps cutting today without knowing what they're 
going to cut tomorrow. A number have been on the verge 


‘ of ceasing operations entirely. 


The strike has thrown added strain on railroads already 
suffering from a shortage of cars. Railway warehouses are 
so jammed with unloaded merchandise that unless a man- 
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Must Slipper Sales Slip After Christmas? 


[CONTINUED FROM PAGE 51] 


However, keep in mind one thing 
which applies to all three groups.. In 
the past few years slippers have not 
been at their best. Women missed the 
desired diversity in style and color. 
Now, more than ever, they are seeking 
bright, gay, glamorous slippers. Be 
sure that they will have to look no 
further than your slipper department. 

Assuming that you have all these 
types of slippers in your department 
at the right time, that you are pre- 
pared to meet every conceivable buy- 
ing motive squarely, what can you do 
to spur this business on? Of course, 
you must publicize the fact that you 
are ready to serve the customer, and 
you must also make buying slippers 
easy for her, from the conception of 
the idea through the choice to the 
actual purchase. If you are in a de- 
partment or specialty store you can do 
this by coordinating the workings, 
stock and advertising of your depart- 
ment with that of the negligée depart- 
ment and, in this period which we are 
considering, the Winter sports shop. 

If space permits, set up a slipper 
bar right in each of these departments, 
but be sure the customer understands 
that the bar is only a miniature de- 
partment located there for her con- 
venience, and that she will find a more 
complete selection in the regular slip- 
per department. You must guard 
against the supposition that your stock 
is delinquent in size and style assort- 
ment. If there is not selling space for 
slippers in these related departments, 
at least capitalize on the relationship 
by displaying your merchandise there. 
In this way suggestive selling becomes 
synonomous with coordinated selling. 


Even if you are not affiliated with a 
store which sells this related merchan- 
dise you must keep in close touch with 
its changes in styles and color, plan- 
ning your slipper stock accordingly. 

Coordination of stock means that 
you will carry and promote slippers in 
the most popular negligee and loung- 
ing costume colors and fabrics. Your 
store’s prestige will increase every 
time a customer can buy a well-co- 
ordinated costume within your doors. 
While light blue, pink, white, red, wine, 
royal and black are mentioned as the 
best shades, the preference varies 
among manufacturers and retailers 
and will depend upon your customer 
and your promotions. The same applies 
to fabrics, and they also depend upon 
the season. 

Finally, a good January promotion 
is a powerful aid to slipper sales dur- 
ing a usually quiet season. While you 
realize that your customer’s activities 
during this season probably require 
some type of slipper, her feeling of 
need may remain dormant until 
awakened and directed toward par- 
ticular merchandise by your advertis- 
ing. Link up your promotions with the 
above-mentioned related departments. 
Tell Mrs. Consumer that you have slip- 
pers for entertaining, after-ski wear, 
and lounging. Show her that they are 
coordinated with the housecoats and 
lounging costumes sold by your store. 
Be sure you have ample stock and that 
your sales force is well educated on the 
subject. Put your department to this 
test and see if. you can’t convert a 
usually slow selling period into a good 
slipper month. 





Teen-Age Customers 
Want Style 
* [CONTINUED FROM PAGE 54] 


fashion-minded. In apparel she looks 
for treatments which will flatter her 
not yet fully developed figure; in foot- 
wear she has her eye on equally flatter- 
ing developments—to foreshorten her 
foot if it is, proportionately, too long, 
and to combine a graceful, smart ap- 
pearance with plenty of comfort. 

The sport models which the teen-age 
customer chooses for everyday and 
school wear she carried over from the 
shoes she loved as a child—the saddle, 
shoe loafer, the moccasin oxford. For 
other occasions, she prefers the more 
sophisticated, dressier models, nearly 
all borrowed from the women’s lines, 
but suitable for dress-up wear for a 


Shank’s Mare pattern, classical or with 


variations; the sandal in its many in- 
terpretations; and the ballet which of- 
fers countless opportunities for promo- 
tion—either as the classic ballet or 
with varied treatments which give it a 
new and different look. Much has been 
done with rows of stitching and with 
gathered effects to give a decorative 
look to the ballet shell. 


customer: style, comfort, moderate 
price. Be on the lookout for the low 
heeled shoes which will fit into this 
category; do a little promotion on 
them, and the high school crowd will 
do the rest. They'll pass the word 
along, and your store will become their 
headquarters for shoes. 


Chain Changes Ownership 


Sr. Louis, Mo. — 
Mathes Shoe 
John Irving 


Quality Sells 
Casual Shoes 


[CONTINUED FROM PAGE 49] 


shoes this past Summer had these 
comments to make. Schuyler G. Har- 
rison of Harrison Bros., East Orange, 
N. J., also emphasized the importance 
of quality in this type: “We believe,” 
he wrote, “that the casual market will 
grow if good quality shoes are offered 
so that the public does not sicken of 
them. In order to increase the market 
more lasts and heel heights should be 
offered. (Too great a percentage now 
are low heels.) Also new pattern types, 
some of which are closed toe or heel 
or both.” 

William A. Geuting of Geuting’s in 
Philadelphia commented as follows: 
“We believe that the demand for 
casuals is firmly established in the 
minds of the public but they must be 
well made and attractively designed 
. . . features which have been lacking 
in the past by too many manufac- 
turers.” 

To sum it all up, what is the an- 
swer to successful selling of casual 
shoes in this post-war period? Casual 
shoes must stand or fall on their own 
merits. They are an accepted and 
established type. Women want them 
if they are worth buying from the 
point of view of workmanship, mate- 
rials and styling. As conditions be- 
come easier and attractive fabrics, 
specially designed to go with the sea- 
son’s clothes, and more leathers and 
colors suitable to this type of shoe, be- 
come available, competition will force 
manufacturers to offer the customer 
the best that can be made and at a 
price that she will feel conforms to 
the intrinsic value of the shoe. There 
is every reason to expect casual shoes 
to become increasingly attractive. Cer- 
tainly, as time goes on, styling will 
make them, more and more, an im- 
portant part of the shoe fashion pic- 
ture, 


has been announced. The purchase 
price was not revealed. Mathes op- 
erates 43 retail women’s shoe stores 
in eight middlewestern states. Mathes, 
operating as a subsidiary of Irving, 
will continue to handle its distribution 
of merchandise through the local office, 
according to A. S. Kaufman, vice-presi- 
dent of Mathes. 


Millerites Hold 28th 


Annual Dinner 


New YorK—tThe Millerites, I. Miller 
employee benefit organization, held the 
group’s 28th annual beefsteak dinner, 
October 19, in the grand ballroom of 
Hotel Commodore. Over 600 guests at- 
tended the festivities which included en- 
tertainment by Morey Amsterdam and 
Joe E. Lewis, widely known comedians. 
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A Winner... 


THAT MEANS MORE PROFIT 
FASTER TURNOVER 


correct) footweet: 
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FOR YOU 


It's a Trimfoot advertisement from 
a recent issue of a national maga- 
zine. Scientific methods of measure- 
ment prove conclusively that this ad 
was read and recognized by more 
parents than any other shoe adver- 
tisement in the same issue regard- 


; less of size or color. 
puild 


ve a “aid “ : : This bang-up advertising job means 
THE RUS- 


ws bby Muriel (a “% 4 ‘ quick turnover and profit for you 
we ARE | Wag ty ] na as a Trimfoot shoe dealer. Mothers 
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wanna (West= | - ee 4. ad . tised brand of shoes for their chil- 

| dren. They are quick to sense the 
fact that Trimfoot Baby Deer and 
Pre-School shoes are real shoe val- 
ves — produced to sell profitably 


Sa at a reasonable price. . 
BABY DEER ha : 
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SABY DEER PRE-SCHOOL 
SNOES SWOES 





SIZES FROM BIRTH TO AGE 5 


TRIMFOOT COMPANY 
TRIMFOOT TERRACE 
FARMINGTON, MISSOURI 























To lp your stor, grow 


ee wo. 1— Advertise v. s. savincs Bonps—aa- 


vertise them in your local newspapers and over your local 
radio station. Advertise your store as community headquarters 
for the purchase of Savings Bonds. Display them in your 
windows and on your counters. 


No. 2-Sell U. S. SAVINGS BONDS—Ask all your 
salespeople to suggest buying Bonds to each customer. In- 
struct salespeople in the reasons for selling Bonds and in the 
psychology of selling them. 


No. 3—Buy v. s. savines BONDS—Urge every 
employee to = them regularly—through your payroll sav- 
ings plan. 


HOW DO THESE “VITAMINS” HELP YOU? 


They build prestige and good will for your store. Customers 
look up to the store that sells Bonds and appreciate the con- 
venience of buying them where they shop. 

Bonds build security for yourself, your employees, your com- 
munity, and your country. Every Bond sold helps to control 
prices. And every $3 invested pays $4 at maturity / 


Are You Using These Booklets? 


If not, or if you wish additional copies, just ask your State Director of the 
Treasury Department Savings Bonds Division. 

THIS TIME IT’S FOR YOU—For employees. Tells how the payroll sav- 
ings plan works, goals to save for, and how to reach them with U. S. Savings 
Bonds. THE PEACETIME PAYROLL SAVINGS PLAN—For key 
executives. Helpful suggestions on the conduct of your payroll savings 
plan for Savings Bonds. 





The Treasury Department acknowledges with appreciation the publication of this message by 
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SHOE STOCKS LOW IN 
CHICAGO 


O try to evaluate the present-day 
customer demand in Chicago is prac- 
tically an impossible task. With stocks 
low in every shoe store, customers in 
the main buy what they can find to fit 
their feet. The policy of most stores 
is not to withhold any stock as it ar- 
rives, but to send it immediately to the 
selling floor. Some specialty shops try 
to accumulate certain classifications of 
footwear before putting it on sale, but 
most store buyers find this impractical, 
preferring to offer it for sale immedi- 
ately. 

The only shoe shop in town which 
has consistently advertised suedes, in 
black and in colors, and in practically 
all price ranges, has been O'Connor & 
Goldberg. Every week an ad or two 
heralds the arrival of another style in 
that leather. Models have ranged from 
sling-back flats to high-fashion high 
platforms. To say that other shoe men 
are envious of this seeming abundance 
is a definite understatement for suede 
has been the most sought-after leather 
for many months. 

For several weeks prior to the for- 
mal announcement of its Budget Floor, 
Marshall Field & Co. ran a series of 
“teaser ads” using the illustration 
of a little Mexican pottery piggy 
bank with the caption: “This little 
thrift piggy goes to market.” The 
entire basement floor has been re- 
vamped, repainted ani decorated. 
Business has been very active in all 
departments, and A. A. Brown of the 
shoe departments reports that the pres- 
ent season’s figures are in excess of 
any that his departments have enjoyed 
ever since he has been with the firm. 

For the young crowd seeking nov- 
elty, Joseph offered some unusual 
thoes made of baby calf fur. These 
were shown in three styles, sling-back 
wedgie, strapped sandals and the 
newer bootees with lacing up the back. 
Maintaining their reputation for high- 
fashion novelties, Joseph also intro- 
duced some very high-platform wedgies 
of satin or suede, elaborately studded 


with nailheads. 
* * a7 


ERRATIC DELIVERIES TO 
ST. LOUIS STORES 
DELIVERIES to the St. Louis market 
during September and October, while 


far below the quantities desired, have, 
surprisingly, exceeded the volume 
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which was anticipated by many buyers. 

The movement of shoes from manu- 
facturer to retailer, however, has not 
maintained an even pace; rather the 
pace has been erratic and unpredic- 
table, resulting in overcrowded shoe 
stores and departments when stocks 
were up and sparsely populated sales 
rooms between deliveries. 

Some chain outlets, supplied direct 
from their manufacturer-owners report 
October deliveries even excecding to a 
slight degree those of September. 
Throughout the market, however, there 
is a belief that the flow of shoes to 
their shelves is near its end, except in 
very limited quantities. 

The fact that a well whose water 
source has been cut off soon will run 
dry is an axiom used by buyers to illus- 
trate the seriousness of the problem of 
deliveries in the immediate days ahead. 
Even with the advent of decontrol for 
the meat and shoe industry, they affirm, 
deliveries cannot return to normal 
overnight, as time is required for tan- 
ning. 

With reports of hides cut during the 
OPA holiday now nearly exhausted, 
shoe men here expect a ticht situation 
until the first of the year at least, de- 
spite the recent action at Washington. 

Consumer suffering for want of 
shoes in the St. Louis market, however, 
is not expected as retailers assert the 
average shoe wardrobe is fairly well 
stocked. As the buyer of a shoe de- 








The high clog was dramatically pre- 
sented for sophisticated customers in 


this ad by Joseph's, Chicago, Ill. 





partment stated, the consumer buying 
cycle has reached a period where pur- 
chase of undated merchandise is gain- 
ing over the demand for the styles of 
the moment. 

As another shoe man described the 
market, the St.. Louis consumer has 
started the trip out of the frill stage. 
He is beginning to show a desire to in- 
vest his dollars in a pair of shoes which 
will last through the next year and be 
just as much in style then as now. 

True in both the men’s and women’s 
field, this tendency of the consumer has 
been a stimulus to the sale of higher 
quality merchandise. Volume in most 
of the low and medium price ranges, 
however, has showed no decline. 

* _ * 


RETAIL TRADE DROPS 
IN DETROIT STORES 


SCARCITY of supply remains the 
keynote of the Motor City shoe world, 
affecting the business from whelesaler 
down to the smallest retailer. Experi 
ence of recent months has been a bitter 
one for retailers forced to turn away 
profitable opportunities for business 
because they were unable to get suit- 
able stock to sell to their customers. 

Scarcity appeared to be lightening 
in women’s shoes, largely because of 
the variety of stock available, even 
though alternate lines were not as 
popular with customers as the non- 
existent leathers. However, this situa- 
tion has tightened too, and larger 
stores report that the only stocks 
that come near meeting poten- 
tial demand are in strictly utility type 
shoes, such as nurses’ shoes. Style 
lines, in general, are badly depleted. 

Merchants believe there is one ad- 
vantage—but only one—in the present 
situation, in that inventories are low, 
and the stores are in an excellent posi- 
tion to readjust to changing business 
conditions in the near future. 

Actual volume of retail ‘trade has 
taken a slump, although the fat that 
demand exceeds supply has tended to 
conceal this. The Detroit-public has 
stopped buying as freely as before. 
Reasons appear to lie in the numerous 
layoffs, caused again by a known scar- 
city, whether of materials or labor, in 
many other lines of business. Situation 
is cumulative, and so far not serious, 
but, because Detroit has tended to be 
the touchstone of American trends for 
decades, may become highly significant 
if prolonged into the late Fall. 





Lerten o te Mle Trade 


Shrewd buyers in the retail field are 
today laying in their orders well in ad- 
vance, in an effort to build up volume 
of stock as rapidly as possible, and it 
is still a seller’s market here. 

Encouraging sign is the widespread 
interest of larger and smaller store 
operators alike in the continued adop- 
tion of new display ideas. Individual 
retailers are taking more interest than 
for many months, showing a revival of 
individual enterprise. 

> @.:.@ 


WINE SHADES WANTED 
IN BALTIMORE 


WINE and the related ruby, bur- 
gundy and burnished Fall shades asso- 
ciated with the grape family have been 
leading the promotional parade in 
Baltimore department and retail shoe 
stores for the past several weeks. 
Many of the larger stores featured 
these tones in varying degrees and 


emphasis, according to their individual 
shipments. Establishments carrying 
the colors were Schleisner Co., Hoch- 
schild Kohn & Co., I. Miller, Hahn, 
Wyman and Stewart’s. Schleisner, 
with the greatest variety on hand, went 
all out with a coordinated promotion 
of wine calf and suede in high style 
and walking types, utilizing all of their 
windows, ifiterior display in the shoe 
department and on the second floor 
where better dresses are sold. 

A spokesman at Schleisner Co. re- 
ported merchandise coming in in vol- 
ume and with no difficulty. Reptiles, 
also offered no trouble at all so far as 
volume shipments went and they are 
expecting to get ample amounts of alli- 
gators and reptiles generally. Here 
the high heel sling back suede with 
calf platform sole, all over suede dress 
pumps minus platforms, high heel 
ankle strap calf platform, wine calf 
sandal, medium heel and wrap around 
open toe sling back heel in suede were 
selling very well. 

g new for October was 
found at I. Miller’s with their promotion 
of black satin bags and ostrich calf 
walking sandals with bags to match. 
A bronze shade was another color fea- 
tured here in lizard with open back, 
platform sole and very high heel. 
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Ruby alligator-grain calf, offered in 
two low heeled styles, with matching 
accessories, by Hess, Baltimore, Md. 


LOW SHOE INVENTORIES 
IN NEW YORK 


As inventories decrease steadily in 
New York, buyers find it difficult to 
judge the style demand. While there 
is evidently a lot of shopping from 
store to store for particular styles, 
most customers are satisfied with sub- 
stitutes. 

When the situation is analyzed, how- 
ever, some theories on style popularity 
come to light. Week by week the cali 
for closed shoes becomes more notice- 
able. Although the infiltration of the 
traditional pump will be gradual, as is 
evidenced by the fact that closed toes 
with sling backs are now most accep- 
table, it is a trend to be watched. Those 
retailers who are fortunate enough to 
have opera pumps to offer are doing 
extremely well with them, although 
many still enjoy the success of the 
closed shoe only through the classic 
spectator. 

With flats established in the volume 

category, the diversity in styles seems 
to have slowed up somewhat. Every- 
where the sling-back “shank’s mare” 
pattern is the best seller, with the bal- 
let following cosely. Meanwhile, there 
is a new demand for the medium- 
heeled walking shoe, equaling the call 
for high heels in one Fifth Avenue 
salon. 
Judging by reports from a cross- 
section of stores, platforms are here tv 
stay. A desire for comfort rather than 
style, may be the reason. The more con- 
servative heights, 44” and 44”, seem to 
be most popular, and glitter trims are 
giving way to simple treatments with 
contrast in texture or color. 

There is a difference of opinion 
among buyers concerning wine. While 
the majority sees the demand falling 





off now, one Fifth Avenue retailer be- 
lieves it will sell better in colder weath- 
er. Likewise, brown will be even more 
popular than it is now, he feels, when 
women put on their furs. 

The majority of women’s depart- 
ments have not yet begun to feel a big 
demand for evening shoes. In this con- 
nection the wide acceptance of flats 
comes to light again, with the ballet in 
a metallic fabric leading. Satin, crepe 
and faille were also mentioned as good 
for evening sandals, but both retailer 
and consumer are more interested in 
kid. 

One indication of anticipation buy- 
ing is the early sale of boots, including 
the fleece-lined stadium boot. It is the 
opinion of one buyer that most women 
now prefer rubber boots to galoshes or 
rubbers, but everyone reports it next 
to impossible to keep rainy weather 
footwear in stock. 

Inventories are extremely low in 
men’s departments, but customers buy 
whatever they can find. While it is 
again difficult to analyze demand, loaf- 
ers and oxfords seem to be the biggest 
numbers. Buyers cite the acute short- 
age of black, especially in high style 
shoes, as one reason for the overwhelm- 
ing popularity of brown. 

All but the very conservative depart- 
ments are doing well with men’s Cali- 


fornia process casuals, but one buyer 
whose department is on the second 
floor feels that such merchandise would 
catch on more quickly in a main floor 
department. 

Although school business continued 


in some children’s departments 
through the beginning of October, 
things are rather slow now, particu- 
larly because stocks are low. Except 
for very little girls, interest in patent 
seems to be waning. Black suede 
“shank’s mares” are best sellers for 
girls, with moccasins for school and 
not so many saddles. At the same time 
moccasin sales are on the downgrade 
in a midtown department, probably be- 
cause mothers are not satisfied with 
them. Moccasin toe oxfords are tops 
with boys, and wing tips for dress. 
All in all, the situation in retail 
stores is serious. Far too many shelves 
in the stockrooms are empty and many 
buyers say they are practically selling 
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A MEN’S AND BOYS’ 


YOU'VE never seen Men’s and Boys’ 
houseslippers — really clean, closed 
back slippers — until you've seen 
them made the APOLLO way. Spe- 
cializing in this type of slipper has 
really produced an unusual valve. 
They're all hand lasted, have full 
counters, full hard leather soles 
and Non-Marking rubber heels. 


DELIVERY: 10 DAYS 
36 pr. Case Lots of 1 Color 


To Retail Profitably at $2.98 
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No. 2800 CORDUROY 
Plaid Lining. Colors: Royal Sive, Wine, 


Honey Brown. Boys’ Sizes—3 to 6, Men's 
Sizes—7 to 11. 


Also No. 2700 in Honey Brown Soft Ve- 
lour Fabric. 


APOLLO 


FOOTWEAR CORP. 


S14 WEST 147 STREET 
NEW YORK 31, N.Y. 
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themselves out of business. At the 
same time, a certain optimism pervades 
the atmosphere here and there. Buyers 
are waiting to see what will happen as 
a result of the President’s recent 
speech and especially of the coming 
election. They are hoping soon to be 
able to buy selectively once again. 
* * # 


NEW HAVEN WOMEN 
SEEK MEDIUM HEEL 
NEW HAVEN’S women have added 


another item to their list of shoe re- 
quests, and another wrinkle to the 
brow of the shoe dealers as they puzzle 
about the near disappearance of the 
medium heel. 

Starting with the brisk weather, the 


demands for the medium or military 
heel have multiplied and retailers are 
at a loss to explain just why that par- 
ticular height is so difficult to find. 

The brisk weather has also brought 
about a heavy demand for the closed 
shoe (referred to by many New Haven 
women as a “Winter shoe”), and 
closed shoes are receiving fairly heavy 
promotion from stores that have ade- 
quate supplies. % 

Shoe sales show an increase in all 
lines, with medium priced stores run- 
ning as high as 35 per cent. All re- 
tailers report an upswing of at least 15 
per cent, and list slings as biggest 
items, with the college heel and wedge 
sling sport shoes in most demand. 
However, with the scarcity of stocks 
the seller’s market still prevails and 
any style of shoe sells quickly. 

The demand for leather shoes, par- 
ticularly calf and kidskin, is leading 
the hit parade in the better shops, with 
suedes a close runner-up. However, 
in the lower priced lines suedes outpull 
all others with smooth leathers second 
best. 

The future still seems uncertain to 
all dealers, and promotions are sti!l 
being planned on a day-to-day basis, 
with the general feeling of “Sell what 
you have on hand; first come first 
served.” 

** * 


DRESSY LOW HEELS 
SELL IN MIAMI 
LE dressy shoes on medium heels 
are in high favor in the Miami area, 
there is a continued interest in the 


dressy low heeled numbers. Many of 
the stores are continuing to play up 
flats in a big way. Women have be- 
come accustomed during the past few 
years to the comfort of low heels, and 
will continue to ask for them just so 
long as they can be had in smart look- 
ing models. One store here, the Mary 
Jane, did some clever advertising of 
Fall shoes under the general caption 
of “The fashion notes for Fall are 
SHARP FLATS.” In Miami Beach the 
I. Miller store has been playing up 
flats for Fall wear. One of their good 
models is an open sandal on a low 
wedge, offered in suede or snake. Rich- 
ards has a Grecian strap flat heel san- 
dal in black patent, suitable for wear 
with Fall clothes, and interest in a line 
of smooth calf, slifig back, open toe 
models with extension soles and flat 
heels. 

Black is still in the lead for Fall 
wear, and while patent is in high favor, 
calf is also well liked. More could be 
sold if available. Some gabardine is 
also creeping into the picture. Brown 
is important, and a deep wine red is 
selling well. There is a smart sophisti- 
cated appeal to a well fitting calf shoe 
that makes it easy to sell. 

Of interest is the trend toward a 
higher front. Plenty of decorative 
motifs are used on the vamp. 

With the tailored suit back in the 
fashion picture in a big way, all rep- 
tiles are being ‘featured as the perfect 
complement for wear with the new ou:- 
fit. Both Burdine’s and I. Miller offer 
lizard tailored models for suit wear. 

While toe openings are growing 
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“Forever Amblers" was the play on 
words used by Edw. Caso, New 
Haven, in offering their medium 

heeled closed toe model. 


smaller or being closed altogether, 
there is no change in the popularity 
of the sling. 
* * _ 
PROVIDENCE CUSTOMERS 
SHOP FOR SIZES 


Ret ‘AIL shoe business in Providence, 
R. L, is going at top speed so far as 
stocks permit. Everything seems to be 
selling well. From the consumer angle, 
it-is a question of finding the right size 
and proper fit with price of secondary 
importance. The situation creates a 
larger than normal percentage of shop- 
pers, since women are often forced to 
visit several stores before finding a 
shoe that fits. One retailer states that 
he turns away three out of every five 
customers, because of lack of sizes. 

Leathers, suedes and gabardines are 
selling well. Toeless and heelless 
types are the big sellers. There is good 
demand for patent trimmings and 
dressy bows, and platforms are popu- 
lar. A steady demand for walking 
types is evident, and some retailers 
find that women are turning more to 
medium heels and walking types for 
daytime wear. 


Casuals are very good. Evening 
slippers experienced the Fall pickup 
that accompanies. a quickening of the 
social tempo. Daytime and round-the- 
house slippers increased in demand, 
and rubbers stepped up in demand. 
Some call for rain boots indicates that 
people are looking ahead and prepar- 
ing for the late Fall and early Winter 
storms. Some of this demand is,caused 
by the fact that people found stocks 
limited or even depleted when they 
waited last year. 

Accessory salés are very good, with 
nandbags and hosiery the big sellers. 
Most™ stores report accessory sales 
climbing steadily, and several depart- 
ments have gone three and four times 
over the volume realized a few years 
ago. While price levels remain the 
sathe in some stores, others report the 
average price has dropped consider- 
ably from the war days. A store that 
formerly sold bags up to $15 and $20 
now reports its top price around $10, 
with a $5 line the biggest seller. With 
hosiery in more plentiful supply, wo- 
men are becoming more price-con- 
scious and shy away from the higher 

[TURN TO PACE 74, PLEASE] 
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This Ritz ad represents a backdrop 

for timely local action for over 2000 
Bostonian merchants—previded in 
advance with complete cooperative 
tie-in window displays, newspaper ads, 
direct mail, radio scripts, display props. 


This means effective coordinated 
merchandising at point-of-sale. 

Ht means promotional-action . . . 
double-strength . . . additional advertising 
for Bostonian merchants. 


Commonwealth Shoe & Leather Co. 
Whitman, Massachusetts 
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Customers Make Business 


[CONTINUED FROM PAGE 53] 


treat every patron as he would have 
back in the slow days of the depression 
when a customer might be the first 
and last possible sale during the day. 
Every patron is greeted graciously 
and made to feel welcome. Her wants 
are ascertained and she is seated in 
the proper department and told that 
a salesman will wait on her as soon 
as he has finished with another patron, 
if he is busy at the time. Greeting 
and seating is a procedure that is per- 
formed by the department manager or 
his assistant, one of whom must be on 
the floor at all times. 

No salesperson is ever allowed to 
mistreat a customer a second time. 
Discourtesy to a patron just once re- 
sults in immediate dismissal of the 
offending salesperson, and he can never 


be re-hired into any part of the or- 


ganization. 

“T’'ll admit that this sounds tough,” 
says Mr. Goddard, “but we are not 
going to lose a single customer to a 
rude salesperson. Every salesman is 
warned about this the moment he 
comes to work for us and he knows in 
advance that there will never be a sec- 
ond chance for him in our store.” 

As a result of this no-second-chance 
policy, Mr. Goddard says he has had 
only three complaints from customers 


during his two years with the firm. . 


In his files are hundreds of unsolicited 
letters from patrons praising the treat- 
ment they were accorded. 

“Many people who are poor work- 
ers when underpaid become good work- 
ers when well paid,” Mr. Goddard con- 
tends, and employees of Wetherby 
Kayser are about the highest paid 
salespeople in the city. There have 
been instances in which he has doubled 
and trebled the pay of his employees 
because he felt they were doing a job 
that merited higher wages. Conse- 
quently he says, sales charts have had 
to be enlarged several times to make 
room for ascending sales curves. 

“We have found in our stores that 
higher wages make for happier em- 
ployees, less turnover, and a more con- 
genial management-personnel rela- 
tionship.” 

Mr. Goddard subscribes. to the mod- 


rehired in any part of the organiza- 

However, Mr. Goddard has seldom 
found it necessary to question the 
judgment of his managers in this re- 
gard, because, he says, he makes sure 
when a manager is selected that he is 
the type of person who can assume 
plenty of responsibility without abus- 
ing his unequivocal right to select em- 
ployees and to dismiss them. No Civil 
Service applicant for the position of 
public administrator has ever under- 
gone the thorough inquiry made of a 
Wetherby Kayser manager. Not only 
must he be able to direct, not control, 
the people who carry out his orders, 
but he must also be a skilled sales- 
man and merchandiser. In addition, 
he must be able to choose salespeople 
with the highest qualifications. And 
he must be a good housekeeper. 

No matter how high the turnover 
of help, Mr. Goddard has no com- 
plaints if the manager shows constant 
improvement in the personnel of his 
organization. This policy is based on 
his belief that a high calibre of per- 
sonnel is the number one necessity in 
any good organization. 

Despite the ironclad laws on dis- 
missal, there is no regimentation and 
no stiffness in the Wetherby Kayser 
organization. “There is no formality 
in our business, but there is firmness,” 
says Mr. Goddard. He will not permit 
any effusiveness. His first words to 
new employees, all of whom he meets 
soon after they are hired, are, “Call 
me Jack.” Most of his employees do, 
and he admits that he loves it. “I am 
very proud of our salespeople,” he 
beams. “They are the best darned 
bunch of people in this country.” 

The love of the employees for their 
boss is apparent to even the casual 
visitor. “He knows when and how to 
be tough, but he is the only man any 
of us would work for. He’s got a heart 
of gold and a smile and a kind word 
for every one of us,” one salesman re- 
marked. 

The doors to Mr. Goddard’s office 
are never closed, and employees are 
invited to come in to see him when- 
ever they please, whether their visits 
are in regard to personal problems or 
concerning their jobs. Mr. Goddard 
has spent much of his time these days 
helping his employees to find places 
to live. He is frequently consulted on 
domestic difficulties. So far as his em- 
ployees are concerned, he is a combi- 
nation of Solomon and Mr. Anthony. 

Because hs is a kinetic person, Mr. 
Goddard always has a lot of new plans 
for his organization. But the dream 
store of his imagination was mild com- 
pared with the happy organization 
that he has watched become a reality 
and the envy of other retailers. 
“Dreams do pay off,” he smiles, but he 
knew they would. 


Washington Newsreel 
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It also means that about 15,000,000 
more pairs of leather shoes will be made 
during the last quarter of the year than 
had been anticipated before meat decon- 
trol. 

CPA now estimates shoe production 
for the year at slightly more than 510,- 
000,000 pairs. This has also been the 
Department of Commerce estimate for 
many months. 


Fashion Research Authority 
Speaks Before Shoe Guild 


New York—How shoe fashions of 
today are inspired by shoe fashions of 
yesterday was the subject of a talk 
given by Mrs. Michele Murphy, curator 
of the industrial division of The Brook- 
lyn Museum, at the October luncheon 
meeting of The Guild of Better Shoe 
Manufacturers, held at McAlpin Hotel. 

A collection of historic shoes shown 
to the Guild members by Mrs. Murphy 
illustrated the gradual transition of one 
style to another. “The new develops 
very slowly and logically and does not 
move rapidly from one extreme to an- 
other,” Mrs. Murphy said. “The new 
moves in a controlled manner, with 
progressive shoe collection showing 
more of the future look. Solid laws op- 
erate in the creation of new fashions 
just as they do in evolution. They can- 
not be forced.” 

The influence of environment upon 
footwear was shown in shoes designed 
to answer the needs of human sur- 
roundings. Syrian and Arabian shoes 
for life in the desert had curved toes 
and cupped soles which cradled the 
feet while walking in deep sand. 

From Central Europe Mrs. Murphy 
showed boots that were designed for 
people who live in grassy areas. Each 
shoe, or boot, had an envelope type of 
softness, she stated, to make possible 
easy walking on soft surfaces. 

A wide variety of materials was rep- 
resented in the shoes from the Brook- 
lyn Museum shown to the Guild mem- 
bers by the fashion research expert. 
Leathers, combinations, brocades, vel- 
vets, jewelled fabrics and other mate- 
rials were included in a special selec- 
tion of footwear from Italy, Spain, 
England and France. Some of these 
were excellent examples of the fine art 
of the jeweller, applied to footwear iz 
the last century. 

Following Mrs. Murphy’s remarks 
and showing of historic shoes a busi- 
ness meeting was held, attended by the 
member firms of the Guild. 


Fire Damages Shoe Stock 

FREMONT, NeEB.—The entire shoe 
stock of the J. C. Penney store here was 
badly damaged by fire which started 
from spontaneous combustion in a stack 
of tar paper in the basement. Goods 
on all three floors of the store were 
seriously damaged. 
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Let a Great Name help you sell Rubber Footwear 


mas. Pest: I saw the best looking zipper galoshes in a cisrx: Here’s the B. F. Goodrich galosh you saw in 
magazine ad. Do you have any? the ad—it’s the original Zipper. Trim, neat and light. 


cierx: Yes, I’m sure we have just what you want. ‘mars. Peet: They are good looking. Let’s try them on, 


cisex: Notice how snugly they fit your ankle. And the ciernx: These Zipper galoshes will give you real service 
Talon fastener makes them so easy to get on and off! because they’re made by B. F. Goodrich . . . a name 
you can depend on! 


mas. Pret: Oh, yes. I’m always satisfied jwith their 


products! 
Your customers know the name B. F. Goodrich and what it stands f Dota by 


for in the field of rubber research. They know that on rubber and canvas e 
footwear the B. F. Goodrich name is their assurance of real service, comfort, R F Goodrich 
i o le 


and wear. It’s your assurance of a satisfied customer who'll be back again 
FIRST IN RUBBER 


mars. pret: They do look nice. I’ll take them. 


for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 
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IN BACK OF THE SYMBOL A PROCESS THAT PROVIDES: 


1. DEPENDABLE RIGIDITY ... 2. UNIFORM SHANK FIT 


Tests are made during production of Each shank fitting is made directly to 
every lot of shanks to confirm the last. Vita-Tempering preserves 
TOUGHNESS and HARDNESS. the UNIFORMITY of bend and temper. 


The Vita-Tempering Process 
is a significant advance in en- 
gineering that contributes to 
shank steels the accuracy 
of fit and uniformity of bend 
that is important to the science 
of shoemaking. 


To the shoe manufacturer, 





3. CLEAN SHANKS 
‘The shanks, coming from the Vita-Tem- Vita-Tempering means .... 


pering furnace are clean — ready for 
insertion in the shoe. BETTER SHANES |! 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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This sling pump with a cut-out vamp and a platform sole 


it. pleasure Sgr composts tn tro: 


SHOE COMPANY Made in several white leathers, with brown leather platform. 
ST. LOUIS, MISSOURI Also all white or all brown. Sizes 12% to 4. 








“MARKS” presents 
TWILIGHT FOOT SNUGGLERS 


(REG. TRADE MARK) 


FOR COMFORT AND WARMTH- 
IN-STOCK FOR IMMEDIATE DELIVERY 


WOMEN'S GENUINE ELECTRIFIED 
SHEARLING LEATHER SOLE CHOW 
: Sold in 36 Pairs of a Color 
WOMEN’S FELT EVERETT SIZES TO THE CASE: 1 6 10 1063 
Herd Sole, Good Quality Felt 456789 
Sold in 36 Pairs of a Color N 1430 BLUE 9.00 


SIZES TO THE CASE:66 66 63 3 N1431 RED 6S 
& 6Y2 7 7¥2 8 B¥2 9 N 1432 WHITE 


Nise wing $25 C. W. MARKS SHOE CO. 


N 1552 OXFORD GREY 
N 1512 OXFORD GREY FELT ONE STRAP 41 SO. WELLS ST., CHICAGO 6, ILL. 


Sizes 5 to 9 only A HOUSE EVERY LIVE RETAILER SHOULD KNOW © 














a ame 


a rr 


“I’m a thoroughbred. Still, I haven’t a lot to look for 








ward to. The food I can provide, and the hide I can 
supply, are under critical eyes. While my fate is that of 
the common herd, I hope to classify above them, with 








of fine shoes.” 


KISTLER SOLE LEATHER 
The Balanced Bark Tannage 
would be the measure of that hope. This is the logical 
tannage with which to obtain profitable fine-shoe trade. 

“It makes any shoe a better shoe.” 


Write us and we'll tell you where Street, Dress, Sport, Orthopedic and Work 
Shoes, Cowboy Boots and Lumbermen’ 
this popular sole Icather. 


a hide of right thickness and texture to be properly 
tanned, so I can continue serving mankind as bottoms 





2 Shoes can be bought bottomed with 














Review of the 
Retail Trade 
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priced lines which they grabbed up 
speedily a few months ago. In many 
stores, hosiery continues to be sold on 
the card system, although this has been 
discontinued in many stores. One par- 
ticular store continues the card system 
with plans to adopt general over-the- 
counter sales throughout December. 
By limiting sales for the Fall months, 
the hosiery stock will be built up to 
take care of holiday demand. 
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SALES SLUMP FELT 
IN DENVER 


BusINEss is up and down in Denver. 
Up over last year, down ovef last 
month. That holds for practically 
every store, large and small. One shoe 
man reported his business down for 
both counts, compared with last year 
as well as with last month. His over- 
all business for the year, however is 
much better than last year’s. 

The manager of one large Denver 
shoe store reported, “I have never 
experienced anything quite like it. The 





slump came suddenly and has con- 
tinued for over two weeks now. It is 
not just a slump in buying; fewer peo- 
ple are coming in, and I know it is 
uot because they are getting their shoes 
elsewhere. Other shoe dealers do not 
have any more shoes than I have.” 

Those statements are based on cold 
facts. Denver shoe stores are very 
much in need‘of shoes. And, as the 
situation is today, they would be short 
of customers if they had an ample 
supply of shoes. 

One of the stores reports a loss of 
about $200 worth of business every 
week for the past month because of 
the inability to get arch-type shoes for 
women. “We do a very big business 
in women’s arch shoes. We have cus- 
tomers who have been coming to us 
for ten and fifteen years, but now they 
are looking elsewhere for them. We 
just cannot fit everybody out of our 
small stock.” 

Several of the store managers and 
proprietors attributed the slump to the 
opening of school in the latter part of 
September. They feel that the delayed 
opening (due to polio) might have had 
something to do with the drop in busi- 
ness. Many parents bought shoes dur- 
ing August in anticipation of the 
school opening during the first part 
of September. Having made their pur- 
chases at that time, they have directed 
their expenditures into lines other than 
shoes. 

Another manager attributed the 
slump to an increased supply of men’s 
suits, topcoats and overcoats and to 
the women’s purchasing of Fall and 
Winter wardrobes, which, because of 
unseasonal warm weather have not yet 
included shoes. One shoe man stated, 
“People are not so easy to please as 
they were even six months ago. They 
are becoming critical. I find they are 
losing patience with shortages. In our 
business it seems that we have come 
into a buyer’s market without having 
anything for the buyers to buy. Maybe 
people have decided to get along with 
what they have until they can get ex- 
actly what they want.” 

* * _ 


GLOOM IN PITTSBURGH 


Rer AIL trade has suffered a decline 
in Pittsburgh, with many merchants 
estimating their losses at 50 to 60 per 
cent. Stoppage of trolley and bus 
transportation, a result of the power 
strike, kept shoppers away from the 
downtown area, but was of benefit to 
neighborhood stores. 

The shortage of all types of men’s 
shoes has become more acute, with no 
improvement predicted. Children’s 
shoe stocks are holding up fairly well. 
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Wt, SAUCE FOR 

THE SUNDAE 


Our soda-fountain friends tell us that the syrup is the all- 
important factor in a sundae. It establishes the flavor, catering 
to each individual taste, — guaranteeing customer satisfaction. 


+ ft 


And we know from over 65 years’ experience that in leather, 
the important ingredient, the necessary item is the tannage. It 
is as essential to tan for the specific usage of the leather as it is 
to appeal to each taste through flavor. 





But the most vital point which leather and sundaes have in com- 
mon is that, chrome or vegetable, chcocolate or cherry, the 
quality of the syrup and the quality of the tannage is what 


keeps customers coming back. 


And customers who’ve been coming back to us for years and 
years have told us again and again that American Oak tannage 
is an absolute guarantee of customer satisfaction. That is why 
we can truly say, an American-tanned sole makes any shoe a 
better shoe. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO 
ST. LOUIS BOSTON 








The Heywood Shoe 


Shoes bearing the Heywood name are 
offered with pride by leading men’s shops 
from coast to coast. Among the notable 
retail names long associated with Heywood 
are Gano-Downs of Denver, Halle Brothers 
of Cleveland, and Saks-Fifth Avenue of 
New York. Shoe experts choose Heywood 
for custom-quality craftsmanship and 
leathers — to help assure their reputation 
and your wearing pleasure. 


MADE BY THE HOUSE OF HEYWOOD IN WORCESTER, MASS. SINCE 1864 
Makers cf the Famous Matrix Shoes for Men 





Shoe Store Completes 
Departmentization 
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sub-store in the basement sells shoes 
retailing from $3.95 to $5.95. The lat- 
ter store has a reputation for quality 
merchandise sold close to manufactur- 
ers’ prices. Each department of the 
newly remodeled store is a complete 
merchandising unit, with accessories 
and well-known brands of shoes. 
“Accessories have always been prof- 
itable for us, and we carry many lines 
and display them well,” said Harry 
Weschler. “When we could get plenti- 
ful supplies of hosiery and bags, we 
grossed more on these items than on 
the whole men’s department.” 
“Besides having complete fluorescent 
lighting, flush in ceiling panels, all our 
departments will be air-conditioned,” 
continued Mr. Weschler, “we will em- 
phasize this feature in future adver- 
tising for comfortable shopping.” 
Weschler supplements its store eye- 
appeal with periodic newspaper ad- 
vertising. It has become a by-word lo- 
cally to use Weschiler’s slogan when 
considering the purchase of footwear: 
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“Weschler’s, Of Course!” This phrase 
is played heavily in advertising. 

“Bob” Weschler, Jr., does all the 
store’s window-trimming and display 
work. He has about a dozen windows 
and some interior work to do and was 
trained for obtaining special effects 
through schooling in Chicago. He 
studies trade papers for “cues” to good 
windows and uses nationally-accepted 
display fixtures, some imported from 
as far as California. 





Chicago Retailers 
Name Directors 


CuHicaco—At a recent meeting of 
the directors of the Greater Chicago 
Shoe Retailers Association, the fol- 
lowing officers were chosen for the 
coming year: Chairman, Frank Cox 
of Stetson Shoes; David Bernstein, 
Sears, vice-chairman; Jack de Witt, 
secretary and treasurer; Fred Gorlitz, 
executive vice-president of the Retail 
Merchants Association, will be man- 
aging director. 

Planned for November 13th at the 
Hotel, Morrison is an evening meeting 
which will be addressed by a local 
tanner. 
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CHILDREN’S ELK 
LEATHER BOOTEE 
with ZIPPER 


Genuine Leather Soles 





FULL SIZES: 5 to 12...+.. .$2.25 
af) ane 2.50 
F.0.B. New York 
IMMEDIATE DELIVERY 
Minimum Order 18 pairs per color 


FRED JACOBS 


Shoe and Slipper Corporation 
200 Church St., New York 13, N. Y. 


























No. 5M METAL 


PATIENCE PUZZLE GAMES 


Six assorted subjects. Litho- 
graphed in multicolor and fab- 
ricated on aluminum base. 
Clear plastic face. 3%” diam- 
eter. 


Ask for a sample, quotation, 
and our latest catalog #25A. 


wLedee™ 


INDUSTRIES, Inc. 


39-45 W. 19th St., New York 11, H.Y. 


SUPPLYING ADVERTISING 
———= NOVELTIES SINCE 1902 anaes 
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: “Report Less Absenteeism 
_ Among Disabled Workers 


WASHINGTON, D. C.—The vast num- 
‘ber of American industries that em- 
ployed handicapped workers during the 
war discovered that their absentee 
rates, turnover, and accident rates were 
lower than for able bodied workers per- 
_ forming similar duties, it was revealed 
by Veterans Administration and Re- 
_ training & Reemployment Administra- 
. tion. ' 
These facts, results of a survey con- 
ducted by the U. S. Office of Education 
in 1943, were disclosed in an effort to 
enlist’ public support for “National 
Employ the Physically Handicapped 
Week,” held last month. 

During the. war, 83 per cent of the 
nation’s industries*’employed disabled 
workers. 

Of 97 employers who. reported on 
absenteeism, 53 said that disabled 
workers lost fewer days than able 
bodied, 39 found absenteeism the same 
for both groups, and orily five said 
handicapped employees lost more days 
than the able bodied. 

Sixty-three of the 76 employers who 
reported on labor turnover said the 
turnover rate was lower for the handi- 
capped, 12 found it to be the same for 
both groups, and only one. reported it 
higher for the disabled. 

Of 87 employers who reported on ac- 
cident rates, 49 revealed a lower acci- 











by Winner / 


A PERFECTLY BALANCED 
SHOE STAND 








Clear, Sparkling Lucite. Adjustable Top. 
9", 12", 15" high, Steel points hold 
shoes firmly. * : : 


~ $4.00 each 


10 days net, F.O.B. Union City, N. J. 


KLEER-VUE Plastic Fixtures 











YW oungsters follow the latest fads—oldsters disregard appearance in their 
footwear. But women from 25 to 55 aré wise buyers. They seek shoes 
that combine beauty and comfort with quality materials and expert work- 
manship . and they find this winning combination in Krippendorf 
Foot Rest Shoes. 

Fashion-wise women prefer Foot Rest Shoes during their 30 middle years— 
their years of greatest buying power. Through copsistent national adver- 
tising* in their favorite magazines we are telling these valuable customers, 
again and again, the very real merits of Krippendorf Foot Rest Shoes. 


The Krippendorf-Dittmann Co. 


Cincinnati, Ohio 


New York Showroom: Marbridge Bidg. 


> ~ 
Kiopendenf 


FOOT REST 


SHOES 





Foot. Rests Are Moderately Priced 


*Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 

















2406 Bergenline Ave., Union City, N. J. 
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dent rate for the handicapped, 36 found 
similar rates for both groups, and two 
said the rate was higher for the handi- 
capped. 

The Office of Education surveyed 
more than 100 employers, most of them 
executives of large corporations engaged 
in manufacturing war materials. 

Although United States Employment 
Service. gives specialized assistance to 
disabled employees, a recent USES re- 
port revealed that only one out of every 
five handicapped veterans applying for 
work at public employment offices found 
a job during the first half of 1946. 


Of the total number. of disab,. 
workers placed by USES, 75 per cen. 
are veterans. 





Indiana Store Adds 
Children’s Shoes 


HaMMOND, IND.—Children’s shoes in 
a new department on the second floor 
have been added to Lord Shoes at 438 
State Street, as a part of the remodel- 
ing and enlarging of the firm’s quar- 
ters. Nationally advertised shoes for 
women and children now are featured. 
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shoe evelets 
lor Tall, 


to the Manufacturer 


Invincible Roll Setting Aluminum Eyelets (surface type) 
and Aluminum Blind Eyelets, in all standard colors and 
sizes, are available for prompt shipment. 


to the Retailer 


no embarrassment from rough inside surfaces when shoes 
are equipped with these eyelets. 


Le the Consumer 


because they lie permanently smooth inside, stockings 
do not fray or wear thin where Invincible Roll Setting 
Aluminum or Aluminum Blind Eyelets are used. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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“RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





Industry Favors Early Hide Decontrol 





End of Meat Controls to Bring No Immediate Improvement is General 
Belief—Retailers Report Big Demand from Consumers 
Fearing Higher Shoe Prices 


New York—tThe end of meat controls, 
it is generally accepted, marked the be- 
ginning of the last chapter of a regu- 
lated national economy begun in April, 
1941, with the establishment of the Office 
of Price Administration. Cn the evening 
cf October 14 millions of radio listen- 
ers heard President Truman reluctantly 
announce that he was directing Secre- 
tary of Agriculture Anderson and Price 
Administrator Porter to remove “all 
price controls on livestock and food 
products therefrom tomorrow.” 

The effect on movement of cattle 
through the nation’s slaughter houses 
was instantaneous. Three days later 
in Omaha trucks bearing nearly 25,000 
head of cattle, hogs and sheep were 
backed up for 2% miles waiting to get 
into stockyards. In Kansas City police 
had to clear traffic jams. At twelve 
major Western markets cattle ship- 
ments were up 100 per cent; hog ship- 
ments 1000 per cent. In Chicago cattle 
prices zoomed to $35.25; choice steers 
brought $37.50. Prices at wholesale and 
retail soared. But before the week was 
out there were signs of a break: meat 
consumers showed resistance to steak 
at $1.25 a pound; lamb chops at $1.50. 
The hog market broke from 50 cents tc 
$7.00. P. O. Wilson, executive secretary 
of the National Livestock Producers, ex- 
pressed the opinion that fantastic prices 
wouldn’t last long. It was generally 
expected that supplies would not be in 
line with demand for another three 
months; meanwhile, prices would 
fluctuate. 

Amid the jubilation touched off by the 
President’s announcement, the shoe in- 
dustry still had no immediate cause for 
celebration. _In Washington OPA an- 
nounced that “hides and leather and all 
leather products remain under price 
control. Ceiling prices on all these items 
remain unchanged.” One week after 
meat decontrol] the business news pages 
of a New York daily paper carried 
three articles side by side. The titles 
told the story: “Control on Stee! Be- 
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lieved Near End” was the first; “Toilet 
Goods Field Awaits-Decontrol” the sec- 
ond; and “Prospects Gloomy in the Shoe 
Field,” the third. 

Movement of hides and leather during 
the first week of decontrol amounted to 
a trickle. The National Shoe Manufac- 
turers Association conferred on October 
22 with John C. Collet, Director of the 
Office of Economic Stabilization and 
Special Assistant to John R. Steelman. 
The association pointed out need for 
rapid action; OPA’s decision to permit 
higher prices on leather from imported 
kip skins is meaningless; practically 
none are available. Thousands of small- 
er hide dealers are halting shipments 
to protest maintenance of the 15% cent 
hide ceiling despite meat control; pack- 
ers are following suit, NSMA sees 60 
per cent of the industry shut down by 
early November without immediate gov- 
ernment action. NSMA wired its 
board of directors asking for preference 
of date of decontrol of hides, leather ana 
shoes. Of the first 39 replies, 34 favor- 
ed immediate decontrol. 

In Boston reaction was quiet relief. 
The majority of industry members 
thought an increased flow of supplies 
would not come soon enough to material- 
ly affect shipments for early Spring. 
When improvement does come, Boston 
manufacturers believe sole leather will 
show the biggest increase; side leather 
next; and calf still dubious. None are 
planning to increase quotas on the basis 
of meat decontrol. The New England 
Shoe and Leather Association wired 
President Truman to express “apprecia- 
tion . . . for timely action in removing 
OPA control on livestock and meat 
prices.” However, Daniel J. Danahy. 
president of the group, warned that no 
immediate improvement in supplies 
could be expected because of curtailed 
slaughter since September. “It will be 
two to three months before shoe manu- 
facturers will receive a normal flow of 
leathers which will enable them to oper- 
ate better than the current 50 per cent 

[TURN TO PAGE 94, PLEASE] 


Watson to Speak 
At MASRA Show 


PHILADELPHIA—Looking forward to 
a large representation from the shoe 
industry the directors and show man- 
agement committee for the 1947 Middle 
Atlantic Shoe Retailers Association 
Shoe Mart met at a luncheon meeting 
last month in the Independence Room 
of the Benjamin Franklin Hotel to 
plan ‘for the increased number of ex- 
hibitors’ applications and to arrange a 
program that will be of vital interest 
to every shoe manufacturer, whole- 
saler, and retailer who attends the 
luncheon of the convention on Monday, 
Jan. 20. At the same time the com- 
mittee announced that Merrill Watson, 
executive vice-president of Tanners 
Council of America will be the lunch- 
eon speaker. 

This, the 33rd annual convention of 
the M.A.S.R.A. will take place on Jan. 
19, 20, and 2ist of 1947, at the Ben- 
jamin Franklin Hotel is considered the 
most important Shoe Mart to be held 
in this city for many years. This will 
be the first time since the war that a 
fine down-town hotel could be obtained. 
Many new firms have come into being 
that will be anxious to make a show- 
ing even though stocks are presently 
limited. The show management believes 
that retailers who invest their interest 
in this annual meet will fully profit 
in years to come. 

“For business success a merchant 
must look beyond the confines of his 
immediate problems and keep abreast 
of his whole industry,” said Franklin 
E. Zusi, president of the M.A.S.R.A. 

With this thought in mind, the pro- 
gram committee secured Mr. Watson 
to speak informatively at the luncheon. 
Mr. Watson is one of the authorities 
best qualified to present facts and 
figures relative to current material 
shortages and their effect on increased 
production. 

Applications for membership to the 
M.A.S.R.A. are being accepted from 
all shoe representatives interested at 
this time. In reviewing the objectives 
of the organization, the following is 
taken from its constitution adopted 32 
years ago: “The purpose of this asso- 
ciation shall be to foster the retail shoe 

[TURN TO PAGE 94, PLEASE] 
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Boston Show Features Familiar Styles 





Leather Situation Forces Adherence to Established Lines — Buyer 
Attendance Not up to Previous Show — NESLA Asks 
Complete Decontrol 


Boston, Mass.—Spring and Summer 
styles in volume shoes for men and wo- 
men, with some few exceptions, do not 
differ markedly from those with which 
the trade is already familiar, judging 
‘from a survey of the 200-odd lines on 
display at the Statler and Copley-Plaza 


Hotels during the Boston Shoe Show- 


held here the week beginning October 21 
under the auspices of the New England 
Shoe and Leather Association. Some ex- 
ceptions noted include a freer use of 
plastic, particularly in lines stressing a 
wide variety of color; the gradual dis- 
appearance of the wedge heel; the sub- 
stitution therefor of modified conven- 
tional heel types; and the use of highly 
embroidered fabrics in sandal-type foot- 
wear for Summer wear. The platform 
sole remains in the picture both decor- 
ated and plain; open toes and heéls are 
still very much in the picture. 

In men’s shoes there were seen a pre- 
ponderance of tan with conventional 
patterns, with blacks in second place ana 
comparatively few all-over whites or 
even of white in-combination with tan 

For this adherence to the status quo 
of style, conditions in the leather mar- 
ket. are, of course, largely responsible. 
Manufacturers explained frankly that 
they. felt it imprudent to make up long 
lines..of -samples embodying radically 
new styles because they could get no as- 
surance that the materials would be 
available. They were, therefore, they 
said, sticking fairly closely to tried and 
true models which they thought from 
past experience would be acceptable to 
the public early in 1947. Buyers at the 
two hotels mentioned were considerably 
fewer in number than at the last 
NESLA show here. This, however, had 
been expectefl since the show this time 
confined itself. largely to companies 
catering to the volume trade. Further- 
more, buyers of these grades—many of 
them, at least—had placed tentative or- 
ders a number of weeks ago and their 
presence in Boston was not necessary 
except to clear up details as to shipping 
dates. Nevertheless, there was a rep- 
resentative attendance from all parts of 
the country as revealed by first-day 
registrations at NESLA headquarters 
in the Hancock Room of the Statler. 

The story at the Parker House was 
somewhat different. Here were gather- 
ed representatives of approximately 85 
high-grade shoe manufacturers ‘from 
many parts of the country—some of 
them as part of the NESLA show, but 
the majority under the auspices of the 
Bostorf Shoe Travelers’ Association com- 
posed of men traveling New England. 
Their guests were buyers from all parts 
of the Northeast as well as a smattering 
from New York and Pennsylvania. Gen- 
erally speaking, even in the high-grade 
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lines, however, the tendency to stick to 
the tried and true styles was every- 
where apparent, and merchants were at 
least as much interested in attempting 
to find out for themselves just what may 
be expected in the way of increased 
pairage as they were in placing orders. 
There was some shopping around for 
new sources of supply with negligible 
results, 

Though a strictly business show in 
every sense of fhe word insofar as 
NESLA was concerned, there were two 
social events which were largely at- 
tended — a luncheon meeting at the 
Parker House sponsored by Jack Sand- 
ler, president of Sandler’s of Boston; 
and the semi-annual banquet of the Bos- 
ton Shoe Travelers’ Association, held 
also at the Parker House on the evening 
of October 23. Trade experts at the 
Statler were heartily in accord with the 
view that shoe materials of all kinds, 
particularly leather, must be increased 
rapidly if shoes are to be made for con- 
sumption during the Winter months 
ahead; and they praised highly the ac- 
tion taken by NESLA on October 18 in 
sending a wire direct to President Tru- 
man declaring, among other things, that 
“this week the movement of hides and 
skins to tanners, and leathers to shoe 
manufacturers, has practically ceased. 
Manufacturers, with no leather inven- 
tories on hand, are faced with a com- 
plete shutdown. Only solution is im- 
mediate decontrol of hide, leather and 
shoe prices today, not 10, 30 or 60 days 
from now.” 


August Production 
Up 24 Per Cent 


WASHINGTON, D. C. — August foot- 
wear production totaled 46,036,000 
pairs, according to preliminary figures 
released by the Bureau of the Census, 
Department of Commerce. The figure 
represents a 24 per cent increase over 
July when production decline resulted 
in a total of 37,021,000 pairs. 

The biggest increase during August 
was in the production of women’s shoes 
and slippers which totaled 24,867,000 
pairs, an increase of 31.7 per cent over 
July. Men’s shoe production was 10,- 
782,000 pairs, a 15.4 per cent increase 
over the preceding month. Youth’s and 
boys shoe production was 1,888,000 
pairs, an increase of 13.8 per cent over 
July. Misses’ footwear gained 26.3 per 
cent with the output of 2,515,000 pairs. 
This was the second largest increase. 
Children’s shoe production gained 16.3 
per cent over July with 2,576,000 pairs. 
Infants’ footwear totaled 2,064,000 
pairs, an increase of 12 per cent; and 
babies’ footwear totaled 1,173,000 pairs, 
an increase of 23.9 per cent over the 
preceding month. August figures for 
output of shoes for the government was 
171,000 pairs, an increase of 23 per cent 
over July. 


In New Position with 
Montgomery Ward 


New York—Thomas Meath, Jr., for- 
merly assistant buyer of men’s dress 
shoes for Montgomery Ward, is now 
assistant to R. M. Johnson in the wo- 
men’s sport and corrective shoe lines, 
according to an announcement from V. 
C. Power, manager of the shoe divi- 
sion. 





Boston CJA Drive Tops $500,000 Mark 


Captained by Kivie Kaplan of Colonial Tanning Company the Greater Boston 


Combined Jewish Appeal 


campaign in behalf of the United Appeal for refugees, 


overseas needs and Palestine broke all records for generosity. Among those at a 
recent dinner which featured an address by Rabbi Herschel Schacter who served 


in were, left to right: Jack Weisberger, Phil Rosenthal, Hans 


chapla 
Kroto, Sam Saxe, Jimmy Lippman, Rabbi Schacter, Sam Sandler, Joe Kaplan and 
Sumner Goldman. Approximately 50 contributors gave $575,000. 
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GITS 
Plastic 


DE LUXE 


SHOE 
HORNS 
Work of art! Useful! 


Attractively Merchandised! 
Easy— Quick Sales. 
Full Profit. 





@ Authentic replica of early steers 
horn 


@ Permanent, lustrous colors. 

@ Unbreakable plastic. 

@ Polished surfaces and edges. 

@ Pleasant to touch. 

@ Retails at 25c each (full profit). 

An exceptional retail value witha ready market 


4600 W. HURON ST. 


CHICAGO 44, ILL. 


Manufacturers of the famous Gits Flashlights, Knives, 
Savings Banks, Games, Protect-o-shields, Etc. 


ROMENADE SHOE (orp. 


WEST BROADWAY -NEW YORK 13. N_Y 








SEATTLE, WASH.—Above is a back-to-school window which lined up crowds 
of people at the Junior Boot Shop here. The window was arranged by L. R. Wallen, 
a member of the firm. The small desks and seats are hand carved. The lesson on 


the blackboard reads: “Good shoes plus good fitting equals good feet." 


The 


window not only attracts but tells a merchandising story simply and directly. 





Shoe Man Makes Hole-in-One 


SCHUYLKILL HAVEN, Pa—H. E. 
Snayberger of the Walkin Shoe Co. 
realized every golfer’s dream when he 
made a hole-in-one on a difficult 4 par 
hole while vacationing at Sugar Hill, 
N. H., recently. 


82 


Mr. Snayberger made the hole-in-one 
on a 158-foot drop hole protected by a 
stone fence in the back; the green is 
carved out of a hillside. In normal play 
a golfer invariably plays the ball off 
the wall hoping to get a bounce-back; 


often the ball clears the wall altogether. 


Mr. Snayberger did neither. 


Just What Is “Oomph”? 


LONDON, ENG.—Just what consti- 
tutes “oomph” was the question which 
puzzled an English court recently 
when La Marquise Footwear, Inc., pro- 
tested the barring of their trade name, 
“Oomphies.” The English registrar, 
contending that it was as difficult to 
restrict the connotation of “oomph” 
to a brand name as it would be if 
someone tried to register “sex appeal,” 
led to a letter from the firm explain- 
ing the meaning of “oomph.” 

Citing other jive terms, the letter 
explained that “‘oomph’ was orig- 
inally coined in Hollywood as being 
particularly descriptive of Ann Sheri- 
dan,” and continued, “‘Oomph’ is to 
Ann Sheridan what ‘it’ was to Clara 
Bow.” Unable to make a decision the 
judge postponed further hearing until 
the following day when permission to 
register the name was granted. 


Lease New Shoe Department 


Str. Louis, Mo.—The Reiss-Newman 
Shoe Co. has opened a shoe department 
at Fish & Co., 1717 S. Broadway here, 
featuring national brands of men’s, 
women’s and children’s shoes. 

The Reiss-Newman company operates 
a group of leased departments and 
stores in Illinois and Missouri. 


Boot and Shoe Recorder 








Handsewn by skilled craftsmen—for comfort, fit, long- 
wear. Black waterproof retan, orthopedic rubber sole. 


STYLE NO. 31 
STYLE NO. 21 
STYLE NO. 11 


IMMEDIATE DELIVERY 


$3.00 
2.95 
2.90 


WOMEN’S SIZES 22-8, 312-9 
BOY'S SIZES 14 
YOUTH’S SIZES 11-13% 


Assorted half sizes, packed 36 (one style) to a case, 
minimum order. 


AS LEY Shoe Corporation 


Please! ...No sample requests. 


47 WEST 34th ST.,NEW YORK 1,N.Y, 











BATTLE CREEK, MICH.—Above is the interior of Maxine Shoes, opened here 
recently by James Chira. Featuring women's novelty footwear in the popular price 
field, the store is Mr. Chira's first venture into the shoe business. He has previously 
been associated with children's wear in Michigan. The interior has red-gray, 
striped wall paper and green carpet and is 22 x 100 feet. The store is managed 
by Richard Seplow previously associated with the Mathes Shoe Stores in St. Louis. 
Two more stores are planned for the Michigan area, according to Mr. Chira. 





Named Shoe Buyer 


HAZELTON, Pa.—Leon Margolis has 
recently been named shoe buyer for 
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the Leader Department Store here. Mr. 
Margolis has previously been shoe 
buyer for the upstairs departments of 
the Frank & Seder stores at 11th and 


Market Streets and 69th Street in 
Philadelphia. He was associated witir 
Frank & Seder for 19 years. 


Complete Plans for 
Texas-Southwest Show 

Fort WortH, Texas—M. A. (Gus) 
Daniels, secretary-treasurer of Texas- 
Southwest Shoe Retailers Association, 
bas announced that plans are nearly 
completed for the group’s forthcoming 
convention to be held at the Adolphus 
Hotel, Dallas, Nov. 11, 12 and 13. It 
will be the association’s first convention 
sixce pre-war days, and will be held 
jointly with Southwestern Shoe Travel- 
e:’s Association. : ’ 

Other Fort Worth men listed as of- 
ficers and directors are Alex Hessel- 
son, @ vice-president, and H. E. Knoe- 
bel. Mr. Hesselson is a footwear man- 
ager at The Fair; Mr. Knoebel is with 
Monnig’s. Other officers and directors 
are: Ben Phelps, president, Shreveport; 
Matt Spires, Austin; Herman Ehlert, 
W. D. Owen, George Potashnik, W. H. 
Sherwin, K. B. Wooley, all of Dallas; 
W. Ralph Watson, Sid Katz, Bernard 
Gardner, of San Antonio; Charles 
Kessler, Abilene; Bill Collins, Lubbock; 
Guy Conover, Beaumont; E. M. Boyd, 
Austin; William G. Nissen, Oklahoma 
City; Harry Davis, New Orleans. 

The association has approximately 
200 members in Texas, Oklahoma, 
Arkansas, Tennessee, New Mexico and 
Louisiana. ' 





FOXCRAFT QUALITY SHOES 


BEN ORLICK 


Sizes: 5/9 N 4/9M 
No. 900 Black Plastic Patent $4.00 
No. 901 Black Suede 5.00 
No. 902 Black Calf 5.00 
No. 903 Brown Calf 5.00 


134 West Broadway, New York 13, N.Y. 











Dates to Remember 


Shoe Show, Northwestern National Shoe 
Travelers’ Association, St. Paul Hotel, 


St. Paul, Minn. November 2, 3, 4, 5, 1946 


Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 


November 3, 4, 1946 


Advance Spring Showing, Southeastern 
Shoe Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. 


November 3, 4, 5, 1946 


Spring Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phillips 
Hotels, Kansas City, Mo. 

November 3, 4, 5, 

Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Skirvin Hotel, 
Oklahoma City, Okla. 

November 3, 4, 5, 

Annual Shoe Fair, Michigan Shoe 
Travelers’ Club, Statler and Tuller 
Hotels, Detroit, Mich. 

November 3, 4, 5, 6, 

Main Spring Openings, Guild of Better 
Shoe Manufacturers, Members Show- 
rooms, New York, N. Y. 

Week of November 4, 

Spring Showing, Pennsylvania Shoe Trav- 
elers Association, William Penn Hotel, 
Pittsburgh, Pa. 

November 9, 10, I1, 12, 

Spring Showing, Associated Shoe Trav- 
elers, Hotel Plankington, Milwaukee, 
Wis. November 10, I!, 12, 

Shoe Market Week, Oregon Shoe Trav- 
elers Association, Portland Hotel, 
Portland, Ore. 

November !0, I!, 12, 13, 

Shoe Show, lowa National Shoe Trav- 
elers' Association, Fort Des Moines 
Hotel, Des Moines, lowa. 

November !!, 12, 13, 

Shoe Show, Southwestern Shoe Travelers’ 
Association and Texas-Southwest Shoe 
Retailers Association, Adolphus, South- 
land & Baker Hotels, Dallas, Texas. 

November !/, 12, 13, 14, 

Spring Showing, Mid-Western National 
Shoe Travelers, Paxton Hotel, Omaha, 
Neb. November 13, 14, 15, 

Shoe Showing, Ohio Shoe Travelers 
Club, Hotel Gibson, Cincinnati, Ohio. 

November 17, 18, 19, 

Spring Shoe Fair, Indiana Shoe Trav- 
elers' Association, Murat Temple, 
Indianapolis, Ind. November 20, 2!, 

Annual Banquet, Central Pennsylvania 
Shoe and Leather Association, Hotel 
Penn Harris, Harrisburg, Pa. 

November 22, 

Annual Meeting, Tanners Council of 

America, Palmer House, Chicago, Ill. 
November 22, 23, 

West Coast Shoe Travelers Associates 
Shoe Show and Convention, Hotel 
Alexandria, Los Angeles. 

November 24, 25, 26, 27, 

Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
til. November 25, 26, 

33rd Annual Convention, Middle Atlan- 
tic Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadelphia. 
Pa. January 19, 20, 21, 

Shoe Show, Ak-sar-ben Mac, Inc., Corn- 
husker Hotel, Lincoln, Nebr. 

January 25, 26, 27, 28, 

Leather Show, Tanners Council of Amer- 
ica, Hotel Commodore, New York, 
N. Y. March 11, #2, 

National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, Biltmore, New 
York, N. Y. April 27 to May |, 








SOFT, SHAPELY, 100% WOOL 


Walkewo 


ANKLETS FOR MEN 
Style 8340/99 


HRINK - RESISTANT. With 
Elastic Tops. Medium 
Weight. Colors: Solid White or 
Assorted Pastels — 3 Pairs 
Maize, 2 Sport Blue & | Beige— 
to '/o-Dozen Box. Sizes 10 to 12. 


$7-509 DOZEN (Net 30 Days) 


FRIEDMAN ste.cery cove 


319 Fijth Avenue, Nem York City 16 











Cutter-Karcher Leases 


3 Additional Stores 


Sr. Louts.—The Cutter-Karcher Shoe 
Company, whose business is built on 
the principle of featuring nationally- 
advertised and well-known brands of 
shoes in fine department stores in 
smaller-sized cities, has announced the 
leasing of the shoe departments in three 
additional stores. 

On Oct. 1, Cutter-Karcher opened a 
new women’s shoe salon and an indi- 
vidual children’s department in the Rau 
Department Store, Chicago Heights, 
Iil.; a women’s main-floor shoe depart- 
ment and an exclusive children’s de- 
partment have been opened in the Her- 
berger Department Store in Burling- 
ton, Iowa; and a women’s shoe salon 
has been opened in the Newport Store, 
Pontiac, Mich. 

These three new leases bring Cutter- 
Karcher’s total to fifteen. The com- 
peny plans to open in one more store 
this year, the new George Department 
Store in Pontiac, Mich. Additional 
leases have been signed to open six new 
departments in 1947. The Cutter- 
Karcher Shoe Company maintains an 
office -and warehouse in the Kinloch 
Building, 411 N. 10th Street, in St. 
Louis which they are at present en- 
larging and remodeling. 
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So Light... And So 


North, South, East and West . . . Merchants are “iri 

raving about the stylish, high-grade women’s toe | oy aR RS <> 

rubbers by SO-LO. Manufactured in one piece 
from the finest 100% Neoprene Latex rubber, with 
extra heavy reinforced beading on all edges. So 
attractive underfoot, yet so compact that your 
women customers can carry them in their hand- 
begs. Place your order today for these so-easy- 
to-fit rubbers and add more satisfied customers to 
your list! 


.. 


won Sas 




















23 BEEKMAN ST. 





Colors: Satin Black 


Sizes: SMALL—Fits Size 6 shoe and under 
MEDIUM—Fits Size 6 shoe and over 


72 pairs to the case: 24 small, 48 medium 
Sold in case lots only Immediate Delivery 


roi 602 PER PAIR 


BLAIR & ROSS, Ine. 


Distributors 
NEW YORK 7, N. Y. 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 61] 


ufacturer can guarantee a full car with immediate unload- 
ing on a private siding—and most of them can’t—the rail- 
roads refuse to ship. An official in charge of freight distri- 
bution for the Railroad Association was reported as saying 
that 8,500 cars are stalled here because of the truck and 
maritime strikes. An additional 7,900 carloads have been 
unloaded and await movement. The Railway Express Agency 
halted all pickups and placed an embargo on both inbound 
and outbound shipments to and from New York and New 
England. Later, outbound shipments were permitted; in- 
bound are still restricted to a maximum of 50 pounds. 

David Cohen, president of the Shoe Manufacturers’ 
Board of Trade, reported that members of his group have 
been shipping and receiving via private cars, independent 
trucks and by any means available. Merchandise and mate- 
rials moved in this way are but a drop in the bucket and 
barely serve to keep plants in operation. One manufac- 
turer is still looking for the leathers shipped to him three 
weeks ago. 

Sidney Thalheim, head of the New York Shoe Whole- 
salers’ Association, stated that his group had received no 
shipments from a Pennsylvania source since August 28. 
This group, too, has made efforts to ship and receive inde- 
pendently. Efforts; have been 98% unsuccessful, he said. 
Shipments are stopped by pickets; get lost in the railway 
jam. Amounts of materials coming in are inconsequential. 
Dislocation has been far reaching and until adjusted, the 
end of meat controls will bring no hosannas here. 









BOSTON 


THE New England market’s reaction to the decontrol of 
meat with its implication of a larger Supply of leather was 
one of quiet relief rather than jubilation. Opinion as to 
when leather made from the hides of cattle now expected 
to come to market in greater numbers, will actually be re- 
ceived by the shoe manufacturers is decidedly mixed. 

In any event, it is pointed out, it will be the men’s di- 
vision of the industry which will benefit most. Sole leather 
and those other parts of the shoe made from heavier stock 
will show the largest percentage of increase, it is pointed 
out. Side leather will show the next largest increase. Calf 
leather may or may not increase since calfskins originate, 
in this country, on dairy farms, and no one knows what 
the calf population of the country is at this time. 

It is impossible to find a manufacturer of men’s shoes, 
therefore, who is giving even cursory thought to an increase 
in his quotas to merchant customers. The same holds true 
of manufacturers who in times past, have devoted much of 
their production to calf leather shoes for women. 

That there has been considerable buying in the shoe and 
leather industry since the July slump, is revealed by the 
index of orders placed in Massachusetts and compiled by 
the Associated Industries of Massachusetts. The August 
index shows an increase over July of 24 per cent; and 
over August, 1945, of 55 per cent. 

An analysis of July production figures, prepared from 
Bureau of the Census figures by the New England Shoe 
and Leather Association, shows that the three New England 
shoe states produced during July, 12,701,000 pairs—a de- 
crease from June of this year of 18.5 per cent, whereas 
the decrease for the country as a whole was 18 per cent. 









* Order now for earliest 
possible delivery. 


166 North 3rd St., Columbus, Ohio 


TERMS: NET 30 


! 
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The store pictured above, Barnett's Dr. Kahler Shoes, at 
30 N. Broadway, Yonkers, N. Y., was opened last month 
by Elias Barnett after being located a few doors away 


at 22 N. Broadway for 17 years. After operating a small 
department store in Mullens, W. Va., prior to 1929, Mr. 
Barnett opened a shoe store in Yonkers, featuring men's, 
women's and children's quality shoes. The exterior, above, 


left, is of two-tone, green structural glass with the name in 

block letters of stainiess steel. Windows, the larger at 

a slight angle to the door, extend over the 25 foot front- 

age. The interior, right, has powder-blue and peach-col- 

cored walls with a maroon carpet. One wall curves into 

the other. Mr. Barnett's son, Daniel Barnett, is a partner 
in the business. 


YonKERS—The undeviating rule of 
honest and correct fittings which has 
been the yardstick by which Elias 
Barnett has conducted his shoe busi- 
ness since 1929 has paid off with the 


opening of an attractive salon at 30° 


N. Broadway here. 

Prior to 1929 Mr. Barnett operated 
a small department store in Mullens, 
W. Va. In October of that year, when 
many business men were forced to 


close their doors, he opened a shoe 
store at 22 N. Broadway in Yonkers. 
From the start he insisted on exact 
and accurate fitting, even at the ex- 
pense of a lost sale. The policy paid 
dividends in 1940 when Mr. Barnett 
purchased the property a few doors 
away, at 30 N. Broadway. He held 
the building until June of this year 
when a $25,000 reconstruction project 
was begun. Late in September the 


store was opened for business to the 
accompaniment of congratulations 
from Yonkers’ merchants who take 
pride in the extensive modernization 
program that is being carried on in 
the city’s retail area. 

Designed by Harry Rabin, local 
architect, the store bears a two-tone, 
green, structural glass exterior with 
the name in block letters of stainless 
steel. Two glass windows, the larger 
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Imported SKI BOOTS 
for Men and Women 


Have These Functional Features: 
Outer tongue, one piece vamp quarter and 


TECTOR 
PRO o 


Fiat undersurtace—strai 
security and comfert in fitting shoes te 


ngs. 
Full bellows inner tengue sewn to sides pre- 
moisture penetration so feet remain 
Uppers es Ray leather soles are water- 
“sole with stout Goodyear reverse 
itional 


welt fer add! b 
Fully imterlined with pliable soft leather. 
ng around 


Felt edgi 
at 


Two straps fasten outer tongue over lacing 
for double 
ull loop attached te outer back. 


FREDERIC J. DORMER CO. 
48 W. 37th St., New York 18, N.Y. 


ight sides make for 


grooved. 


the top prevents chafing 





OPA Ceiling Price 
$17.90, F.0.B. N.Y.C. 
Less 2% 10 days EOM 


Coler: OXBLOOD 
Women's Sizes 
5-8, Half Sizes 

Men's Sizes 
8 to 9¥2, 10, 11, 12 


fo your window! 
CHECK THESE FEATURES ! 


Vv PRISM SHAFT... brilliantly catches and 


refiects-your window lights. 


~V GRACEFUL LEGS ... instead of ordinary 


flat base. 


Vv AND ...wide, adjustable platform, 


hrome fittings, and clever heel 
catch. 9”, 12” and 15” heights. 
only $4,75 ec. (any height) 
Plexigias Heel Rest $1.80 per doz. 
Sample on Approval 


The Most Complete Line of Plastic Shoe Fixtures 


Representatives in Principal Cities 





ROGER KENT COMPANY... Alastica 





at a slight angle to the door, extend 
across the 25 foot frontage and pro- 
vide clear visibility into the interior. 
The ceiling height is consistent from 
the windows in th2 front to the rear of 
the store, augmenting the display ef- 
fect. All stock is concealed. The walls 
are painted a light powder blue from 
the floor to a point three feet above, 
Above that point one wall is painted 
a peach color and the other carries 
wall paper bearing a large, peach- 
colored leaf. The left wall curves at 
the rear to join the left making, in 
effect, an interior with only two walls. 

Barnett’s carries quality men’s, 
women’s and children’s footwear and 
specializes in orthopedic shoes. “Our 
method of operation holds as true to- 
day as it did 17 years ago,” Mr. Bar- 


nett said. “I still believe that. quality. 


shoes, honestly priced, sold with the 
sincere feeling that a good job has 
been done, will always make a suc- 
cessful merchant and a paying busi- 
ness.” 


Open Ladies’ Shoe 
Department. 

New Yorx—Dolan & Season, Ltd., 
627 Madison Avenue, has announced 
the opening of a ladies shoe depart- 
ment. The company retails English 


style apparel and has previously had 
& men’s shoe department. 
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Renew Allied Products 
Show in March 


New York.— The 12th semi-annual 
Allied Shoe Products and Style Exhibit 
will be held at Hotel New Yorker, 
March 9th to 13th. The show will pre- 
cede the official Leather Opening for 
Fall by the Tanners’ Council of Amer- 
ica, to be held at Hotel Commodore, 
March llth and 12th. It is expected 
that shoe manufacturers and retailers 
will show exceptional interest in the re- 
vival of the Allied Shows after a lapse 
of four years. Advance trends for the 
Fall Season 1947 in styles, fabrics, new 
products and processes and ornamenta- 
tions will be impressively displayed by 
leading firms in the allied trades group. 

Headquarters for the show will be 
Hotel New Yorker at 34th Street and 
8th Avenue, directly adjoining Penn 
Station. All exhibits will be on spe- 
cial sample room floors in the hotel and 
visiting stylists and buyers will be able 
to inspect the many lines quickly. Held 
semi-annually from 1937 to 1942, and 
suspended during the emergency pe- 
riod, the Allied Shows have become an 
important factor in advance season 
planning. 

According to C. R. Heyde, show man- 
ager, reservations for both exhibit and 
sleeping rooms will be limited. Firms 
planning to show their lines in the Fall 
Opening next March will find the New 


York hotel situation a major problem. 
Headquarters for the Allied Show are 
being maintained for the present at 
5€11 Whitby Avenue, Phila. 43, Pa. 


Suspend Control on Some 
Custom Made Shoes 


WASHINGTON, D. C.—Price control 
has been suspended on custom services 
in connection with the making of shoes, 
luggage, handbags and other consumer 
items from large pieces of alligator and 
other reptile leathers, the Office of 
Price Administration announced _re- 
cently. 

The suspension, effective Oct. 8, 1946, 
does not apply when reptile leathers 
used are small pieces averaging less 
than four square inches and sewed to- 
gether to form all or part of an outer 
covering on a finished product. The 
action affects such services as cutting, 
making, trimming and finishing, which 
are performed on individual orders. 

OPA pointed out that where the 
sniall pieces of reptile leathers are used, 
the finished products are in a lower 
priced category and are: classed as con- 
sumer items. Where the alligator 
leathers used are of larger pieces, the 
finished items fall in the luxury class, 
and the suspension of the custom ser- 
vice work on them from price control 
will not be reflected in general living or 
business costs, 
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WOMEN'S SLIPPERS 


a i Out 


WOMEN'S 
HEAVY WEIGHT FELT 


One Strap Slippers 
HARD LEATHER SOLES 


$1.00 





Sizes 5 to 9. Half Sizes 
36 Pair Minimum Order 


In Stock Immediate Delivery 


HARPER & KIRSCHTEN 


SHOE CO. 
323 W. Monroe St., Chicago, Ill. 








WOMEN'S D'ORSAYS 








WOMEN'S KID D'ORSAY 
Smooth Kid Leather Uppers 
Flexible Hard Leather Soles 











Young Men Form New York Shoe Group 


Above is the executive committee of the newly formed New York Association 
of Younger Shoe Men. The committee includes organization officers and five addi- 
tional members and is an inner body concerned with the general management of 
the affairs of the association. Left to right, seated, are: Frank G. Gabriel, treas- 
urer, Gabriel-Century Wood Heel Co.; Martin Kern, secretary BOOT AND SHOE 
RECORDER; Dave Sterling, president, Sterling Last Corperation; and Howard Fox, 
vice-president, Fox Shoe Manufacturing Corp. Left to right, standing, are: Maury 
Delman, Deiman, Inc.; Ted Paiter, Palter DeLiso, Inc., in charge of the group's 
program planning; Jerry Pankin, Customcraft, Originals; Pat La Valle, La Valle, Inc.; 
and Ceivin Howard, Royal Footwear Co., Inc. Also a member of the executive 
committee, missing from the photo, is Robert Miller, of i. Miller. 


New YorK—The average age of the 
skilled shoe worker is close to 50 and 
replacements are not being trained to 
fill-_personnel gaps as fast as they ap- 
pear, Dr. Louis G. Feman, general 
manager of I. Miller and widely known 
shoe industry spokesman, told mem- 
bers of the newly formed New York 
Association of Younger Shoe Men at 
a recent meeting at Hotel McAlpin 
when Dr. Feman inaugurated the as- 
sociation’s labor training discussions. 

In stressing the importance of 
training skilled labor to meet needs 
Dr. Feman briefly traced the history 
of labor training attempts within the 
New York market, none of which, he 
said, met the full needs of the indus- 
try. He expressed the belief that ulti- 
mately the industry will sponsor a 
technical college devoted exclusively 
to the training of shoe workers. “Such 
an institution would not only provide 
skilled help but would go a long way 
toward eradicating the stigma which 
at present many young people associ- 
ate with entrance into our field,” Dr. 
Feman said. 

The New York Association of 
Younger Shoe Men, recently formed, 
represents second and third generation 
men in the manufacturing end of the 
Greater New York quality shoe indus- 
try. The great majority of its mem- 
bers veterans, for the first time asso- 
ciated with quality shoe firms and 
allied services on a full time basis, 
they felt the need for a group composed 
of young men of their own age and their 
own relative experience. 

Realizing the need for self-education 
and hoping to profit from the experi- 
ence of their elders, the group has 
based its program on the four follow- 
ing points: the desirability of main- 
taining New York supremacy as a 


style and quality market; the need for 
unity through the awareness of the 
interdependence of members; the need 
for cooperation and the constant inter- 
change of ideas; and the need for 
education for an understanding of all 
the essentials of good shoemaking. 

Officers elected to head the group 
until January are: president, David 
Sterling, Sterling Last Corporation; 
vice-president, Howard Fox, Fox Shoe 
Manufacturing Corporation; secretary, 
Martin Kern, Boor AND SHOE RE- 
CORDER; and treasurer, Frank Gabriel, 
Gabriel-Century Wood Heel Company. 
The officers with the addition of five 
other members make up an Executive 
Committee which is concerned with 
the general management of the asso- 
ciation’s affairs. These five are Cal- 
vin Howard, Royal Footwear Com- 
pany; Pat La Valle, La Valle, Inc.; 
Robert Miller, I. Miller; Maury Del- 
man, Delman, Inc.; and Jerry Pankin, 
Customcraft Originals. 

Other members are: Ted Palter, Burt 
Palter and Marty Palter, all of Palter 
De Liso, Inc.; Leon Howard, Royal 
Footwear Company; Arthur Sterling, 
Sterling Last Corporation; Louis J. 
Tota, Gabriel-Century Wood Heel Co.; 
Arthur Schwartz, Customcraft Origi- 
nals; George Turiansky and Herman 
Turiansky, Avon Shoe Co., Inc.; Jules 
Gordon, Palizzio, Inc.; Umberto Mes- 
tron, La Valle, Inc.; Arthur Benjamin 
and Al Bennet of Crik-Etts, Inc.; 
Vincent and Morris Guida, Guida Wood 
Heel Co.; Dave and Lee Levin, Evins, 
Inc.; Gus Maccarone, D. Mangiardi Co., 
Inc.; and Bob Lasky, Delman, Inc. 

Following Dr. Feman, the group 
heard Eric Strong, educational director 
of Joint Council 18, United Shoe Work- 
ers of America, speak on the Veterans 
Administration job training program. 
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ix your NEW 


PRIMEX 


Conceived by one of America’s 
foremost designers; created in \ 
rare hardwoods, plastics and ANN 
gleaming metal by master 
craftsmen, your new PRIMEX 
Shoe Fitter will make an out- 
standing contribution to the 
attractiveness of your store. 
So that you may select your 
PRIMEX in harmony with other 
fittings, write for our circular 
which describes the various 
woods and cabinet styles in 
which PRIMEx is available. 
Remember, primex Shoe 
Fitters save time, speed sales, 
make friends for your store. 


Send for Circular “B” 





— always a STEP aécad 
EQUIPMENT COMPANY 
135 $0. LASALLE ST. CHICAGO 3, ILL. 


NEW Szgée...NEW Beauty 
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LE. 
FEATURES 


Superior 











cotls 
FOOT 
APPLIANCES 


HOSE SAVERS 


Milady smiles her thanks when you offer her 
Scott's superior Hose Sa 
tect her precious nylons, but they also add comfort 
to walking, prevent the shoe from slipping at the 
heel, and eliminate side gap. 

Your choice of materials — satin-smooth 
genuine leather or resilient sponge rubber — ad- 
hesive or glued backed. 


Write for 
~ Sosston 
plete ‘Profit’ Line. 


vers. Not only do they pro- 





SOLD EXCLUSIVEL 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 
MD FOOT SPECIALIST 









Extensive Plans for Boston 
Foremen Banquet 


Boston.—Plunging into the task of 
preparing for what has been termed 
“the outstanding annual banquet and 
entertainment of the shoe and allied 
trades,” Chester Rodenbush, chairman 
of the banquet committee of the New 
England Shoe Foremen & Superin- 
tendents’ Association, Inc., has already 
planned to make the third banquet even 
greater in scope than the two previous 
ones. “Next January 18,” Mr. Roden- 
bush said, “will find Boston’s Hotel 
Statler Imperial Ballroom the gather- 
ing place for a capacity crowd because 
members of the trade have learned from 
the past two events that the association 
does things in a big way. 

“There will be the same fine food,” 
he continued, “and an even better pro- 
gram of music and entertainment.” 

Reservations have already started to 
pour into the association’s headquarters 
at 111 Lincoln Street, Boston, Mass. 
“We have on hand reservations made 
last year while the second banquet was 
in progress,” Mr. Rodenbush said. 

In view of the fact that so many shoe 
manufacturers have made it a custom 
to buy tickets for their executives, it 
has been necessary to put tickets on a 
quota basis with all former purchasers 
¢ tickets assured of utmost considera- 

on. 
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Michigan Fair 
A Sell Out 


Derroir, MicH.—Advance reserva- 
tions for the annual Michigan Shoe 
Fair to be held at the Hotel Statler 
November 3-4-5-6 indicate that it will 
be the largest event of its kind in the 
history of the state. The show will 
be sponsored, as for a number of 
years, jointly by the Michigan Shoe 
Travelers Club and the Michigan Re- 
tail Shoe Dealers Association. 

For the first time in the history of 
the Fairs, it has been found necessary 
to take over a second convention hotel. 
Headquarters will be maintained at 
Hotel Statler; the Fair itself will be 
divided between the Statler and the 
Book Cadillac Hotel, three blocks away 
on Washington Boulevard. 

A total of 140 individual travelers 
had registered for exhibit space at 
this writing with about 300 lines to 
be represented: a new high, according 
to S. S. Weiss, convention chairman 
for the travelers. 

Emphasis upon presenting an un- 
usual and interesting program to draw 
the trade as well as make the public 
shoe conscious is evident in plans to 
originate three different air shows 
from the Fair; Coffee Club, a morning 
comedy show on WXYZ; broadcasts 








in the evening by Harold True, popu- 
lar commentator on WWJ; and a 
quiz contest with Cleveland shoe men 
broadcast over both WJR in Detroit 
and WGAR at Cleveland. 





Des & Bradstreet 


Expand Services 


New York—Dun & Bradstreet, Inc., 
has announced the expansion of its 
Marketing and Research Service by 
the re-employment of former person- 
nel who were associated with the war 
agencies of the government, and by 
the addition of other new personnel. 
The enlarged staff will be able to 
handle a wide variety of marketing, 
economic and statistical studies. 

In the formal announcement. of this 
expansion, A. D. Whiteside, president 
of Dun & Bradstreet, Inc., enumerated 
the services performed by the organiza- 
tion. One hundred and fifty branch 
offices, with a staff of more than 1500 
full-time investigators, are now. avail- 
able, as well as correspondents in 
smaller towns and rural areas. Studies 
ranging from preparation of simple 
sales data cards and selection of deal- 
ers to analysis of marketing methods 
and broad economic studies of industry 
and trade are undertaken by the or- 
ganization, he said. 
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MEN'S OPERAS 





ALL LEATHER 


OPERA SLIPPERS! 


8 Iron Flexible Sole, Leather Lined. 
Rubber Heeled Compo. 


$3.50 


per pair 


Brown Capeskin, Brown, Blue, Red, 
Burgundy Maracain, Brown and 
Black Genuine Pig, Brown Alliga- 
tor Calf. 
Sizes: 6 to 12—36 pair case 
Terms 5% 10 Days F.0.B. Factory 
OCTOBER/DECEMBER DELIVERY 
ECONOMY SHOE CO., INC. 


ROOM 944 
47 WEST 34TH ST. NEW YORK 1, WN. Y. 











SHOE CLEANERS 


SPEED-AX 


SUEDE BRUSH 


Retail 25¢ 
Combination 











Rubber Bristle 


and Sponge 
Rubber with 


Price—$2.00 doz.—$21.00 gross 
ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 


2900 $. MICHIGAN CHICAGO 16, ILL. 
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About Shoe People 





Charles N. Skoff has installed a 
family shoe department in the Debon- 
naire Shop at 119'San Fernando Road, 
Burbank, Calif. Mr. Skoff was an at- 
torney in Chicago before entering the 
service and later the retail shoe busi- 
ness. 

*' * *” 

Reese V. Kerr, who operates the 
Kerr Shoe Store in Compton, Calif., 
has remodeled the entire store interior 
and front. New lighting effects add 
greatly to attractiveness and other 
alterations include the installation of a 
handbag department. 

*~ * . 

Harry Silver and Fred Kirkorn have 
started a children’s and women’s casual 
shoe store on South 43rd and Degnan 
Bivd., Leinert Park, Los Angeles. A 
high class shoe repair department is 
operated in conjunction with the store. 
Both men were in the J. W. Robinson 
Co. shoe department for many years. 

*” * ” 

Tony W. Thomas, representative of 
Thomasetti’s Shoes, now has his sales- 
room in Room 219, the Haas Bldg., Los 
Angeles. 

* 7: * 

Amos Kies, manager of the men’s 
and basement shoe departments at Ben 
Simon & Sons, Lincoln, Neb., will serve 
as instructor of a distributive educa- 
tion course in the fitting and selling 
of shoes this Fall and Winter, it was 
announced by Mrs. Hazel Smith, super- 
visor of distributive education in Lin- 
coln. Mr. Kies conducted a similar 
class a year ago, and two-thirds of the 
men who originally enrolled are now 
employed in shoe departments in Lin- 


coln. 
7. 7 * 


Frank J. Cornwell, vice-president in 
charge of advertising of the Brown 
Shoe Company, was installed as presi- 
dent of the Advertising Club of St. 
Louis at a luncheon meeting last 
month. 

* * * 

Howard C. Heikka, who operated the 
Fashion Shoe Store in Lead, S. D., for 
a number of years, has joined the C. 
and D. Shoe Company at 13215 West 
MeNicholas Road, Detroit, as a part- 
ner with Paul R. Colbert, who opened 
the store a few months ago. 

* * . 


A. W. (Brud) Warren, a member of 
the editorial staff of the Manchester 
Union Leader for several years and 
World War II veteran, has been named 
to the public relations department of 
the Brown Co., manufacturer of shoe 
innersoles, Rochester, N. H. Mr. War- 
ren will handle publication of the em- 
ployees’ newspaper, press relations and 
company press bulletins. 


Announcement has been made of the 
engagement of Bernard Liberi, fore- 
man of the making room at the Dover 
Shoe Co., Somersworth, N. H., and Miss 
Helen Gagne, an employee of the same 
plant. 

* ~ . 

Siegfried Meer has announced a 
move from 212 S. Spring Street, Los 
Angeles, Calif., to 1623 West 7th 
Street. He will continue to manufac- 
ture a high grade line of ladies’ shoes. 


* * * 


Maurice Bruck, head of Joseph 
Bruck & Son, family shoe store at 152 


Smith Street, Perth Amboy, N. J., has 


been elected president of the board of 
managers of the New Jersey Home for 
Disabled Soldiers at Menlo Park. Mr. 
Bruck has served on the board for 
nearly ten years having been appointed 
in 1937 by Harold G. Hoffman, then 
governor. 
«= * * 

Marshall T. Stern is now associated 
with Nathan J. Levy as Eastern repre- 
sentative for the Irving Drew Corp. 
Mr. Stern joined the Drew organization 
after his discharge from service, and 
spent some time training at the fac- 
tory under the direction of George P. 
Utley, president. Mr. Stern’s head- 
quarters are in the firm’s New York 
office, which is managed by Mr. Levy. 


* * * 


Barton W. Adams, for many years 
a member of the sales force of the 
J. P. Smith Shoe Company, has re- 
cently been discharged from the army 
after three years service. He has been 
assigned the territory of Wisconsin, 
Michigan and Illinois. 


* * * 


The Bourbeuse Shoe Company has 
named M. R. (Milt) Fraser as sales 
representative to cover the West Coast 
territory from Denver, West. Mr. 
Fraser has for the past three years 
been covering Illinois, Indiana, Ohio 
and Michigan in the absence of Paul 
Smith who was serving in the army. 

. 7 + 


W. T. Clark has recently been made 
A. S. Beck supervisor in the Chicago 
area. Mr. Clark formerly managed 
large units for the company in Chi- 
cago, New York and Detroit. 


*- *+ # 


Alvin Sedloff, son of Morris Sedloff, 
of Trinidad, Colo., has opened his third 
Southern California shoe store at 8655 
S. Broadway, Los Angeles. His other 
stores are in Inglewood and Alhambra, 


Cal. a ee oe 


Robert G. Fithian, representative for 
Gerberich-Payne and Curtis-Stephens- 
Emby, now has his sales rooms in room 
919, Haas Building, Los Angeles. 
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SHOE DISPLAY MAGIC 


30 ITEMS 


No. 166A — SHOE STAND 


Handsome basic unit for shoe dis- 
plays. Adjustable 7 inch top, % 
inch round stem, needle-type shoe 


grippers. Heights: 9, 12, 15 and 
18 inches. 
PRICE [all heights)... aeceseoneas $550 


Gillman Plastic Fixtures 


— made in our own factory — 
503 N. 12th St., Dept. B, St. Louis 1, Mo. 











H. R. Levy, manufacturers’ represen- 
tative handling shoes and accessories, 
has moved from his location in the 
Denckla Building, Philadelphia, to. new 
offices in the Lafayette Building at 5th 
and Chestnut Streets, Philadelphia. 


Samuel Kaplan and Melvin Sacks 
have opened a wholesale shoe house at 
108 W. lith St., Los Angeles, stocking 
popular priced general lines of shoes. 
Mr. Sacks was connected with Solnit 
Shoe Co., Los Angeles, for the past 20 
years, while Mr. Kaplan’s shoe experi- 
ence has been in the retail end for some 
13 years. * * 7 


Roy Bell, after being with the Karl 
Shoe Co. for 10 years, now has his own 
family shoe store at 1063 Fairfax Ave., 
Los Angeles, under the name of Gilray 
Family Shoe Store. 


* . > 


R. A. Heider, who has been repre- 
senting the Mademoiselle Shoe Co. in 
the Denver West territory since the 
first of the year, has opened salesrooms 
in The Haas Building, Los Angeles. 


LL . 


Harry E. MacCadden has opened a 
new store at 1304 East Carson Street, 
Pittsburgh. Mr. MacCadden is manag- 
ing the new store, and Mrs. MacCadden 
has taken over managership of the 
North Side Store. William Kestner, 
lately a Navy Sea-Bee, and Mary Ann 
Sabio will work in the Carson street 
store. 
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“Miss America” an Amwaction 
Of WCSTA Show 


Los ANGELES, CALIF.—Miss Marilyn 
Buford of Los Angeles who won the 
1946 title of “Miss America” will be an 
attraction at the elaborate Shoe Show 


















Frank G. Foster, general chairman of 
the first annual shoe show of W.C.T.A., 
with Miss Marilyn Buford, the 1946 
“Miss America” title winner. Miss Bu- 
te will make an appecrance at the 
show. 


to» be staged by the West Coast Shoe 
Travelers Associates in this city on 
November 25, 26 and 27. 

A committee to make the show worth- 
while to wives of the visiting shoe men 
has been appointed by general chair- 
man Frank Foster. Appointed to the 
committee were: Mrs. Ruth Hamilton, 
chairman; Mrs. Martha Weisler, Mrs. 
Jack Hamilton, Mrs. Carolyn Kaufman, 
Mrs. C. J. Hutchinson, Mrs. Harry R. 
Terhune, and Mrs. Frank Harlow. 

Already arranged are three radio 
broadcasts to be attended by the out- 
of-town ladies. Scheduled for Tues- 
day morning, Nov. 26, is the Tom 
Breneman “Breakfast in Hollywood” 
show; immediately following will be the 
Kenny Baker “Glamour Manor” broad- 
cast; on Wednesday the ABC show, 
“What’s Doing Ladies.” There is a 
charge of $1.25 for the Tom Breneman 
breakfast, and reservations must be 
made through Mrs. Ruth Hamilton 
(Haas Bldg. Los Angeles). Shopping 
tours, bridge and teas are also on the 
entertainment agenda. 





Chiropodists Address Steelman 
Concerning Leather Shortage 


Boston—aAt a meeting of the Massa- 
chussetts Chiropody-Podiatry Associa- 
tion at the Hotel Statler, Boston, a 
discussion was held concerning the in- 










FOOT-PROTECTORS 


. yrsgran snug-fitting regular 
or backless styles of fine, soft 
cotton, with elastic tops. Individ- 
ually wrapped in sales-stimulating 
envelopes. Color: Beige. In Wo- 
men's & Misses’ sizes ay, to 10!/. 
Packed one dozen of a size to the 


delivery. 
| | Style NEE re ol 


Mie 5569—Backless “ie Dozen 
Style 5575—Regular 


Fine Tricot Rayon . . . $2.85 Dozen 
(Net 30 days) 


| 
FRIEDMAN eis ene 
319 Fijth Avenue, Nom York City 16 











ability of patients to obtain orthopedic 
and health shoes required for their foot 
health and work activities. The asso- 
ciation voted to send a communication 
to John R. Steelman, Director of Re- 
conversion, requesting that he take im- 
mediate action to supply the needed 
leather for orthopedic and children’s 
shoes. 

The association also voted to request 
the National Association of Chirop- 
odists to bring the pending shoe crisis 
to the attention of Dr. Steelman inas- 
much as thousands of children have 
rcturned to school this Fall wearing 
outgrown shoes, the cause of foot de- 
fects and deformities. 

The letter, sent to Dr. Steelman over 
the signature of Joseph Lelyveld, chair- 
man of the National Foot Health Coun- 
cil, follows: 

“We request that you take action to 
make available to the shoe industry 
leather required for the manufacture 
of orthopedic and children’s shoes. 

“It is reported that thousands of 
children have returned to school with 
outgrown shoes, which is certain to 
cause foot defects and deformities that 
can become disabling in later life. 

“Your cooperation is necessary, not 
only to provide orthopedic and health 
shoes for adults but to safeguard the 
growth and development of children’s 
feet which is essential.to their future 
health.” 
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JOBS 


Quality Shoes Since 1932 


From the Nation's 
leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 
St. Lovis 3, Mo. 





BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 


BARIS SHOE CO.., Inc. 
Worth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 








STORE EQUIPMENT 
NO 2 WEEKS 
DELIVERY 


QUALITY CHROME 
CHAIRS 


No. A300 
Tubular chrome chair with padded back 


and seat. Choice of Red, Blue or Green 
upholstery. Heavy polished chrome plat- 
ing thruout. 


F.0.B. St. Louis 
Factory 


“_ 


HECHT FIXTURE CO. 
212 S. Franklin St., Chicago 6 














WE SELL 
QUALITY SHOES 





Luxury Is Motif in New Werner Store 


Highlighted by a series of showcase windows and solid glass door which match 
modern construction, the new Frank Werner store in Oakland promises to be one 
of the most luxurious shops in the country. An unusually shaped shoe salon; recessed 
celling lighting with directed beams; expert use of mirrors; and a mechanically 
heated and ventilated interior complete the story. Occupany is planned in January. 


OAKLAND, CALIF.—Rapid progress is 
being made in the construction of the 
new Frank Werner Oakland store at 
2020 Broadway, and the company plans 
to move from its present location in the 
Elks’ Building early in January, 1947. 

The new Werner store in Oakland is 
being constructed on a lot 47 ft. x 90 ft. 
and will consist of one story and a 
mezzanine, plus a full basement extend- 
ing under the sidewalk with a sidewalk 
freight elevator. 

The exterior is designed along mod- 
ern lines to provide a maximum number 
of 5 ft. wide unit display windows 
which are featured by all Frank Wer- 
ner stores. Three of these unit display 
windows have been built into a small 
wing to the left of the entrance. The 
unit displays on the opposite side of 
the entrance lobby are in a continuous 
line from the sidewalk to the solid glass 
entrance doors so that a prospective 
patron, attracted to the outermost unit 
display, passes a series of six indi- 
vidual displays to the front door. 

The exterior finish of the building is 
a rich dark blue ceramic veneer, provid- 
ing a permanent glazed surface which 
will never fade and which can be easily 
cleaned. The marquee ceiling is a con- 
trasting shade of hright pink which is 


carried on into the interior ceilings as 
a bright color note. All exterior trim is 
of aluminum or stainless steel, both 
noncorrosive, 

Upon entering the store the patron 
passes first into an accessory salon fin- 
ished in light hardwoods. Handbags 
are displayed on sloping shelves indi- 
vidually illuminated. 

The shoe salon is finished in soft 
tones of gray accented with pink; fur- 
nished with individual sofas and 
chairs. All shoe stocks are concealed 
behind the side walls which are pro- 
vided with mirrored openings. The 
far end of the shoe salon is decorated 
with a large mirror from floor to ceil- 
ing with concealed illumination. 

A high intensity of lighting in the 
shoe salon is provided by recessed ceil- 
ing lights throwing light down on the 
floor but not on the walls. The ceiling 
is softly illuminated by a light cove 
and in the center of the ceiling is an 
illuminated lucite panel which adds bril- 
liance to the decoration. The entire 
store is mechanically heated and ven- 
tilated by a concealed blower system. 

The new store, featuring women’s ex- 
clusive shoes and accessories, is at 2020 
Broadway, and promises to be one of the 
most luxurious shops in America. 





New Firm Plans 
Children’s Stores 


CLAYTON, Mo.—Pam’s Shoe Stores, 
Inc., recently. organized here, plan to 
open several retail stores selling chil- 
dren’s shoes exclusively. The first 
store is to be opened in a St. Louis 
suburban shopping district about Oc- 


tober 20, according to the managers. 
Officers of the company are Ernest 
F. Marx, president and treasurer; 
Elsa L. Marx, secretary; and Benja- 
min M. Schulein, vice-president. Mr. 
Marx, recently separated from the 
Navy after 5 years of service, has had 
extensive experience in both retail and 
manufacturing operations. 
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Chapma ns 


And they're of one-piece hand sewn elkskin . . . 
flexible chrome sole and reinforced heel . . . 


only. 
Full Sizes 1 to 4 


70 N. 4th STREET 


—<<$<$____ — 


New OPA Order Affects 
Brand Name Pricing 


WASHINGTON, D. C.— Revision of 
prices and changing of pre-ticketed 
markings by retailers on certain ap- 
parel and house furnishings with brand 
names, formerly allowed when supplier 
prices were increased, now are pro- 
hibited, the Office of Price Administra- 
tion announced recentiy. 


Affected by the action, effective Oct. 
14, 1946, were such items as clothing, 
shoes, furniture, shower curtains and 
rugs, priced uniformly under orders is- 
sued by the OPA. These articles now 
may be sold at retail for no more than 
the ceiling price established at the time 
the merchandise was shipped to the re- 
tailer. 


This makes uniform the retail prac- 
tice for all similar items whether or 
not they have advertised brand names. 
When pricing unbranded items, retail- 
ers are required to price them on the 
basis of the actual net cost and not on 
the basis of subsequently increased sup- 
plier prices not actually paid. Hereto- 
fore, under the previous practice retail- 
ers were permitted to reticket the en- 
tire inventory of a commodity, a prac- 
tice which impaired the efficiency of 
the pre-ticketing program for branded 
items. 
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Price 1.70 Net 
Complete Line of Crib to Campus Shoes. 


HILL Lstoe co. 


PHILADELPHIA 6 


SHOES 





The Special's 
worth over thirty years of constant use. This design 
means longer tube life—many of the first machines 
still having their original tubes. This design has 


THIS CAN’T 
HAPPEN with 
a SPECIAL 





“air-cooled design” has proven its 


none of the disadvantages of oil immersed tubes and 


STYLE #80 


white 





*EADRIAN*: 


X-RAY CO. 


2507 $. HOWELL AVE. - MILWAUKEE 7, WIS. ack 


transformers. No oil leakage to 
spot carpeting—no oil odor. 


APPROVED BY LEADING 
PHYSICISTS FOR SAFETY 





See The Special . . . on exhibit at 
the West Coast Shoe Traveler's 
Convention . . . Room 339, Alex- 
andria Hotel, Los Angeles. 
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Forecasts Greater 
Nylon Supply 

New YorK—A showing of new 
hosiery fashions was presented by the 
Gotham Hosiery Company at a lunch- 
eon at the Hotel Pierre last month. 
Roy E. Tilles, president of the firm, 
introduced the show by forecasting a 
greater supply of nylon hosiery. 

“The slow but steady flow of nylon 
hosiery from manufacturer to wearer 
has kept pretty exact pace with the 
hosiery industry’s expectations since 
nylon hosiery came back on the mar- 
ket last November,” Mr. Tilles said, 
“but Christmas buying will drain the 
supply between now and January, 
1947.” Therefore, it will not be until 
next Spring that women can count on 
having a real stocking wardrobe again. 
However, Mr. Tilles predicted that 
nylon stocking production will have a 
stupendous rise, and that by 1949, the 
total stocking output, now 228,000,000 
pairs per year, will rise to over 500,- 
000,000 pairs. 

Tattooed nylon stockings were the 
most unusual offering shown. The tat- 
too is applied indelibly on the knee or 
ankle of one stocking and the customer 
may choose from a series of five de- 
signs. 

Gold, copper and bronze verde are 
Gotham’s metallic colors designed to 
complement the return of gold and 


bronze evening sandals. They are made 
of fifteen denier nylon and may be 
had with open toe and heel. For day- 
time, Gotham emphasized the trend 
toward darker shades. 





Active in Girl Scout 
Fund Drive 


New York.—For the second consece- 
tive year, Miss Minna Morgenstern, sec- 
retary of the Shoe Club, has been named 
to head the Shoe and Leather Division 
of the Girl Scout Fund drive. The 1947 
campaign aims at $225,000 te provide 
additional services for the 33,284 New 
York City Girl Scouts and fo enable 
9,000 others on the walting list to join 
the organization. 
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They're available again in almost 
unlimited quantities. They'll set! 





for 75 cents per pair pouch in- 
cluded. Colors: black and brown. 

Sizes: small, medium and _ large. 
Send for trial order today — two 
dozen packed in a display carton. 

Or for more details on Shower 

Toes, write — 


rie PRT) nunsen company 


MASSiILLON, OHIO 




















METATARSAL PADS 








RUBBER MET PADS 
$4.80 per gross prs. 
Send for illustrated circular showing 
all sizes and shapes carried in stock. 


SCHILLER'S METLONGS 
4126 Perlita Ave., Los Angeles 26, Calif. 
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Industry Favors 
Early Hide Decontrol 
[CONTINUED FROM PAGE 79] 


operating level . . . new in effect in New 
England shoe plants.” 

In Chicago industry spokesmen 
thought the shoe situation would remain 
tight as long as low ceilings make tan- 
ning operations unprofitable. Some Chi- 
cago retailers believe a full year will go 
by before any perceptible difference can 
be seen in shoe stocks. They pointed out 
that even if sufficient leather were avail- 
able shortly, it would not be reasonable 
to expect manufacturers to lose their 
investments in current orders for gabar- 
dine, plastic and other substitute foot- 
wear. 

In Rochester the industry took a long 
range optimistic view. Merchants and 
manufacturers felt decontrol reinsti- 
tuted the economic pattern which marks 
a shift from rising costs and prices te 
a downward trend in both: hidden 
leather inventories will now appear; the 
movement of cattle to stockyards will 
once more establish the traditional flow 
of cattle to hides to leather to shoes. 
Retailers in Rochester expect increased 
pairage; manufacturers believe leather 
will now replace imitations and sub- 
stitutes and footwear quality will im- 
prove. Retailers expect improvement 
by early Spring; manufacturers suggest 
late 1947, The consumer will decide the 
price, Rochester merchants believe, but 
prices must be held within reason even 
at sacrifice of part of the full legitimate 
markup. 

The New York market looks for no 
improvement for another 4 to 6 months. 
The majority believes removal of hide 
ceilings will shorten the time. Indicative 
of consumer reaction was a rush on high 
price shoes. Binghampton reported in- 
creased sales of footwear in the $25- 
$32.50 scale. Elmira reported sales of 
$37.50 footwear. 

In Los Angeles retailers reported 
near-panic buying two weeks prior to 
decontrol when a newspaper predicted 
increases in retail shoe prices and a 
tremendous shortage. Again indicative 
of consumer thinking was the rush on 
higher priced shoes. The better the shoe 
the more eager were women to buy. Vol- 
ume footwear in the $2-$7 scale showed 
no upswing. In fact, one basement buy- 
er said business was falling off. The 
public insisted on national brands; 
would take no substitutes; was willing 
to pay any price for the right shoe. 

The shoe industry was thus confront- 
ed with increased sales in the face of 
waning material supplies. The Presi- 
dent’s action took the lid from the stew 
pot but didn’t stoke up the fire. 





Store to Be Rebuilt After Fire 


Santa Fz, N. M.—The entire build- 
ing in which the MacFeldhake Foot- 
wear Salon is located, was damaged by 
fire recently. Ninety per cent of the 
stock was damaged due to moisture and 





Watson to Speak 
At MASRA Show 


[CONTINUED FROM PAGE 79] 


business and the interests of those per- 
sons, firms and corporations engaged 
in the sale at retail of footwear in 
Pennsylvania, New Jersey, Delaware, 
Virginia, Maryland and District of 
Columbia; to reform abuses relative 
thereto; to secure freedom from unlaw- 
ful and unjust exactions; to promote 
more enlarged and friendly relations 
between its members who desire the 
welfare of the shoe trade.” 

Members of the convention commit- 
tee who were present at the luncheon 
meeting were: Cal J. Mensch, secre- 
tary; Franklin E. Zusi, president; 
Stanley Berger; Reuben Gordon; I 
Frank Oberfield; Sidney Horwitz; Paul 
Lippincott; Mose Leibowitz; I. C. 
Smashey; Jerome Lutsky; Murray 
Rolfe; John Storch; Ray F. Bender; 
D. H. Kreider and Clarence Heyde and 
Miss S. B. Pomerans of Boot AND SHOE 
RECORDER. 

A M.A.S.R.A. Honor Roll of exhibi- 
tors was drawn up from past conven- 
tions. This revealed that there were 
36 firms that have annually displayed 
from five to thirty years and 16 firms 
that have displayed four times in the 
last five years. The firms which are 
oldest in the honor roll will have first 
choice in exhibitor’s space. 





NESLA Resolution Henors 
Memory of H. O. Rondeau 


Boston, Mass.—A resolution honor- 
ing the memory of the late Henry 0. 
Rondeau, who at the time of his death 
was president of the New England Shoe 
and Leather Association, was adopted 
at a recent meeting of the directors of 
that association, and a hand engraved 
copy has been presented to his widow, 
Mrs. Eleanor Rondeau, her husband’s 
successor as president of the H. 0. 
Rondeau Shoe Co., of Farmington, 
N. H. 

“In his untimely passing at the age 
of 49,” says the resolution, “this asso- 
ciation records the less of a leader of 
sterling character and outstanding 
qualities who at all times gave of his 
untiring efforts to the shoe industry 
with which he was associated through- 
out his entire business life.” 

The resolution committee included 
Paul O. MacBride, chairman; George 
A. Dempsey, James T. Gormley, Louis 
H. Salvage and Maxwell Field, secre- 


tary. 





chemicals. The entire building and the 
footwear salon are to be rebuilt in the 
most modern manner, and it is esti- 
mated that the work will be completed 
in about three months. 
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in Newark. 


NEWARK, N. J.—Opening a new shoe 
store on a corrective shoe street, and 
by that action substantially increasing 
the business of the street as a whole 
is the achievement claimed by Nathan J. 
Levy and Sol. M. Engelman, whose Air- 
O-Pedic Shoe Store is one of the newest 
attractions of Halsey Street, here. Mr. 
Levy acquired the store some months 
ago, and with Mr. Engelman, he in- 
stituted a remodeling program which 
has made the store one of the most 
modern in the city. 

Located at 119 Halsey Street, the 
store is directly opposite a large de- 
partment store. The street itself has 
a number of shoe shops, most of them 
specializing in arch-type shoes. The 


The photo at the left shows the remodeled 
store front with abundant use of glass, permitting the 
passer-by to see into the store from the street. The in- 


Halsey Street 


Air-O-Pedic store carries health shoes 
as its principal stock, but has supple- 
mented its inventory with some style 
lines. Since its inception, Mr. Levy 
says, the total shoe business of the 
street has increased substantially. 
An open front construction with a 
facade of grey glass and a sign of 
blue-white neon tubing sound a mod- 
ern note. Through the judicious use 
of glass, the display windows become 
integral parts of the interior display. 
Washable wall paper with a block fin- 
ish in a light neutral shade makes the 
interior light and attractive. On the 
back wall a large scenic design pro- 
vides a luxurious touch. Pillars’ at 
intervals are mirrored three-fourths 


terior, shown at the right is modern in appearance and 

functional in design. Soft neutrals combine with definite 

accent shades to produce a luxurious atmosphere. All 
stock is concealed. Note mirrors on pillars. 


of the way up. A maroon rug, blond 
wood and neutral leatherette fixtures, 
orange and green upholstery and buff 
love seats add to the comfortable at- 
mosphere. All stock is concealed in 
the basement of the store. Fluorescent 
indirect lighting is used throughout. 
Six men are employed on the floor. 
Mr. Levy, who is president of the firm, 
is in charge of merchandising. Mr. 
Engelman, who manages the store, is 
secretary of the company. Dr. Hiss 
and Drew’s Arch Rest shoes are car- 
ried, and the business has been 
founded on the policy of personal ser- 
vice, proper fitting and quality mer- 
chandise. The policy has paid off in a 
constantly growing business. 





Pennsylvania Group 
Plans Banquet 


HARRISBURG, PA. — The Central 
Pennsylvania Shoe and Leather Asso- 
ciation is completing. plans for a ban- 
quet to be held November 22 at Hotel 
Penn Harris, here. An annual affair, 
the banquet will feature a speaker and 
entertainment. Officers of the group 
are: L. E. Beaudin, president; W. L. 
Altenderfer, 1st vice-president; Donald 
H. Goodyear, second vice-president; 
and O. W. Dellinger, secretary. 


Open First of Store 
Group in Miami 

MraM1, Fia.—Arno Shoes, the first 
of a series of shoe stores planned for 
the greater Miami area, has been 
opened at 151 Northeast 79th Street, 
here. 

Fixtures are of light oak; chairs 
and hassocks are of red leather with 
chrome trim; the whole is arranged 
in a club setting, making a most at- 
tractive store. Owners are F. L. 
Reynolds and L. Ofsowitz. 


Swedish Book a History 
Of Shoemaking 


New YorKk.—A book with complete 
Swedish text, entitled “History of 
Shoes and Shoemaking,” originally pub- 
lished in Stockholm in 1938 has been 
made available for American consump- 
tion through the offices of Paul A. 
Struck, 415 Lexington Avenue, here. 
Beautifully bound and containing 190 
illustrations, the book is a compre- 
hensive study of shoes and _ shoe 
fashions since the middle ages. 














IMPORTED 


Hand-Made 





Available for Immediate Delivery 


Ladies’ De Luxe Platform Shoes 


in Suede, Alligator, Snake and Calfskin 
Latest Styles—Direct from Factory—Stock on Hand 


PENCHASSOFF BROS. 


259 W. 30 Street Longacre 5-5460 New York 1, N. Y. 


T 


EWI ALL METAL SHOE TREE 





Adjustable {All Size Shoes) 


| | BABCO PRODUCTS CORP. 


Ventilated 


O.P.A. Retail 
59 cents per pair. 

Style M-100 Men Size 

Style W-100 Women 
Size 

$50.98 per gross pairs. 
F.0.B. New York. 

Individually packed, 6 
dozen to carton. 

Finish is a beautiful 
walnut enamel. 


53 East 10th Street 
New York 3, N. Y. 


Price 
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TENNIS & GYM SHOES 











Immediate 


For Gym & 





© Made in U. S. A. 

© Quality Canvas Uppers 

© Scientific Lasts 

® Tailored Comfortable Tops 
© Wear Tested Compounds 
© No-Mark Rubber Soles 


Pecked eM egg to case as follows: 

Gent's 8-102; Youths’ 112-2; Boys’ 2'/2-6 

Child's 8-12; Misses’ 122-3; Ladies’ 4-9 
Men's Sizes 6-12 








MEN'S SLIPPERS 
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MEN'S EVERETTES 


* Top Grade Felt Uppers. 

* Folded Double-Stitched Edges. 

* Smooth Street-wear Leather 
Soles. 

% No-Mark Rubber Heels. 

* Felt Lined Thru-out. 

% Long Molded Counters 











$1.95 


Sizes 6 to 12 F.O.B. Balt. 


IMMEDIATE DELIVERY 
9515-T Brown Everette 
9515-G Oxford Grey Everette 
9514-W Burgundy Opera Style 
9514-T Brown Opera Style 
9514-.N Navy Blue Opera 


The 


PILOT SHOE CO. 


31 Hopkins Place 
Baltimore 1#Md. 
Honest-made since 1890 




















Obituaries 





Harry M. Read 


Boston, Mass.— Harry M. Read, 
treasurer and one of the founders of 
the Gregory & Read Company of Lynn, 
Mass., died suddenly on Oct. 6 at his 
heme in Swampscott, Mass. 

Mr. Read who was born in New 
Brighton, Pa., near Pittsburgh, in 1872, 
came to New England about 1892 and 
became associated with the shoe in- 
dustry, first in Haverhill and, later, in 
Lynn where, in 1910, he joined with 
the late John Gregory in founding the 
Gregory & Read Co. He was an active 
member of the Chamber of Commerce 
and was a member also of the Tedesco 
Country Club of Swampscott. 

Surviving are his widow, Mrs. Ger- 
trude Read; a son, John M., who is an 
executive of the company of which his 
father was co-founder; a daughter, Mrs. 
Margaret R. Vincent, and four grand- 
children. 





Charles A. Thiele 


Burralo, N. Y.—Charles A. Thiele, 
76, died in Deaconess Hospital on 
October 16th after a short illness. Mr. 
Thiele was known as one of the pio- 
neer retail shoe dealers of Buffalo, 
having operated a store at 705 Wil- 
liam Street for sixty years. 

Mr. Thiele’s father was also a shoe 
dealer and bought the store at 705 
William Street in 1886. Here Charles 
went to work at the age of sixteen, 
taking over the business as his own 
fifteen years later. 

He was a member and one of the 
organizers of the Buffalo Retail Shoe 
Dealers Association and various civic 
and fraternal groups. He is survived 
by his wife, Caroline, a _ son, 
Charles Irwin Thiele of Niagara Falls, 
N. Y., and by two daughters, Mrs. 
Albert Easterling and Mrs. Kenneth 
Tozzo of Buffalo; a brother, Ferdi- 
nand Thiele, and a sister, Elizabeth 
Thiele. 





Harry R. Collacott 


PAINESVILLE, O.—Harry R. Collacott, 
75, retired shoe merchant, died here re- 
cently. He was a member of a pioneer 
family in this area, and operated a shoe 
store in Painesville for 22 years. He 
was a member of the city zoning com- 
mission and the Morley Library Board, 
serving as president of the latter for 
six years. His widow, a daughter, and 
@ son survive. 


_——_——_ 


Ben L. Stewart 


Fort SmitH, Ark.—Ben L. Stewart, 
sales representative of Swan Shoe Com- 
pany, Inc., Baltimore, Md., died at his 
home here Oct. 6. Mr. Stewart had 
been with the company since Jan. 1, 
1941, covering the Southwest territory. 


Horace P. Barham 


Conway, ArK.—Horace Preston Bar- 
ham, aged 55, veteran Conway retail 
shoe merchant, died at his home here 
last month. He was with the former 
Freeman Sample Shoe Store here 25 
years. When the owner of the Free- 
man chain of stores died several years 
ago, Mr. Barham entered into the shoe 
business for himself. 

He was born in Missouri and came to 
Conway from Russellville in 1919, He 
was a veteran of World War I and a 
member of the American Legion and 
Second Baptist Church. 

He is survived by his wife, Mrs. Lila 
B. Barham; three sons, H. P., Jr., a 
Japanese war prisoner several years; 
Pvt. Robert O. Barham of Camp Camp- 
bell, Ky., and Jimmy F. Barham of 
Conway. 





James H. Kenney 


Wiikes-Barre, Pa.—James H. Ken- 
ney, 77, retired shoe merchant, died at 
his home here Oct. 8. As proprietor 
of a shoe store at 16 Public Square for 
11 years prior to 1920, he attracted 
widespread attention by the use of 
newspaper advertising in the form of 
jingles in dialect. Mr. Kenney was a 
former schoo! director and a burgess of 
Parsons borough. 

Surviving are his wife, Anna; a son, 
George, of Baltimore; two daughters, 
Mrs. Edmund Evans and Ellen, both at 
home; two grandchildren; a brother, P. 
A. Kenney, and five sisters. 





Marcus C. Martin 


MONTREAL—Marcus C. Martin, presi- 
dent of Martin & Stewart, Limited, 
hide dealers, died at Sweetsburg, Que- 
bec, last month. He was 74 years of 
age. 
Mr. Martin, whose home was in West- 
mount, was taken ill on his way back 
to Montreal from his country home at 
Knowlton, Quebec. He was taken to the 
Sweetsburg Hospital where he died. He 
had been with the Martin & Stewart 
firm for over 50 years. Survivors in- 
clude his wife, a son and a daughter. 





Fred Asa Bennett 


LINCOLN, Nesr.—Fred Asa Bennett, 
68, for many years midwest sales rep- 
resentative for the J. H. Haney Com- 
pany, wholesalers of shoe findings and 
leather, Omaha, Nebr., died recently at 
his home here. He had been in poor 
health for the past nine years. 

Mr. Bennett was a veteran of World 
War I. Survivors include his wife, 


‘Cora M.; a daughter, Mrs. Winifred C. 


Floth of Lincoln; a son, Paul W., 
Omaha, and five grandchildren. 
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News of the Sales and Sy WIS 


Freeman Makes Changes 
In Sales Staff 


Be.voir, Wis.— The Freeman Shoe 
Corporation has announced two impor- 
tant sales changes affecting the sales 





SAM HOOVER 


territories of Sam Hoover and Ritchie 
Baynham. 

Mr. Hoover, who has traveled for 
Freeman for the past five years in Ken- 
tucky and Tennessee, has been trans- 
ferred to Florida and Georgia. Familiar 





RITCHIE BAYNHAM 


with the area through a stint there 
syme years ago, he will make his head- 
quarters in Macon, Ga. 

Mr. Baynham, a representative of the 
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Florsheim Shoe Company in Ohio for 
the last fifteen years, will take over Mr. 
Hoover’s Kentucky and Tennessee ter- 
ritory. Mr. Baynham has made his 
home in Lexington, Ky., for several 
years and is likewise familiar with his 
new territory. 


Wohl Shoe Makes 


Personnel Changes 


St. Louis—J. B. Johans, vice-presi- 
dent of Wohl Shoe Company, has an- 
nounced the following changes in execu- 
tive personnel of the company. 

Jay D. Straus, formerly sales man- 
ager of the wholesale division, has 
been appointed buyer for that division. 
Mr. Straus has been associated with 
Wohl for some 14 years. Following a 
home office stretch, he spent 4 years 
traveling in Arizona and New Mexico; 
later spent 2 years in the Army Air 
Corps and upon returning from the 
service took up his duties as sales 
manager of the wholesale division. 
Mr. Straus is to be assisted by Charles 
Steen. In his new capacity he succeeds 
Homer Baker, who has become buyer 
of higher-priced lines in the retail divi- 
sion of Wohl Shoe Company. 

William C. Wolff has been appointed 
sales manager of the wholesale divi- 
sion. With Wohl for some 12 years, 
the first seven of which he spent in 
the home office, Mr. Wolff then went 
on the road for 3 years; later spent 2 
years in the Armed Forces. 

John Gadsky, who has been in the 
Wohl plan division, has been appointed 
to a newly created position as co- 
ordinator of buying and merchandising 
of the wholesale division. 

Roger Ruhlman has been transferred 
from the retail divsion to the whole- 
sale division where he will be mer- 
chandise manager of the Wohl plan 
division. Mr. Ruhlman has been asso- 
ciated with Wohl for some 14 years. 
He spent 7 years as manager of re- 
tail departments. For the last 6 years 
he has been a division manager in 
the retail division of Wohl Shoe Com- 
pany. 

All of these executives will function 
under the supervision of Dan B. 
Sullivan, General Manager of the 
Wohl wholesale division. 


McKone Resigns 
From I. Miller 


Lone IsLANp Crry, N. Y.—Michael 
McKone, publicity director in charge 
of national and dealer publicity and ad- 





MICHAEL McKONE 


vertising, has resigned from I. Miller, 
effective October 15th. 

Before joining the firm, Mr. McKone 
was advertising director of Hahne’s of 
Newark after his release from service. 
Prior to military service, he was special 
assistant to the Director of Training 
of the War Manpower Commission; for 
a number of years he operated his own 
advertising agency in Washington, 
D. C. 

Mr. McKone will carry out special 
advertising assignments for I, Miller 
from time to time and will also be ac- 
tive as one of the publishers of “On 
the Runway,” a new service-publication 
on fashion shows and special events. 





New Wholesale House 


In Detroit 


Detroit, Mico.—The H. H. Footwear 
Company has been established as a new 
wholesale firm at 2046 Ewald Circle by 
Harry Hersh. The company is now 
handling ladies’ house slippers only, but 
plans to add other lines as they become 
available. 

Mr. Hersh was formerly buyer for 
Frank & Seder in Pittsburgh and has 
recently been with Shifman Brothers, 
operators of east side Detroit stores. 
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H. Posner Heads Shoe Division 
Of Maintenance Appeal 


New YorK—The appointment of 
Herbert Posner of Dr. A. Posner Shoes, 
Inc., to head the Boots & Shoes Di- 
vision of the Forty-first Maintenance 





HERBERT POSNER 


Appeal of the Travelers Aid Society of 
New York, was announced recently by 
Thomas W. Balfe, vice-president of the 
National Distillers Products Corp., who 
is general chairman of the campaign, 
and Laurence M. Marks, investment 
banker, who heads the businessmen’s 
division. The campaign goal has been 
set for $329,613. 

Mr. Posner termed the Travelers Aid 
Campaign “the unfinished business 
which must take an urgent place on 
the calendar of every wide-awake busi- 
nessman.” Stressing the importance of 
the post-war activities of the society, 
he mentioned such areas of service as 
those to the returning veteran, the 


former worker in transit to peace-time | 


occupation and runaway children af- 
fected by wartime dislocations. “The 
Travelers Aid Society, backed by forty- 
one years of experience in dealing with 


the specialized problems of the stranger ~ 


in distress, reinforced by its thirteen 
outposts in the city, its connections with 
agencies throughout the world and its 
staff of trained workers and volunteers, 
is logically in the very hub of the re- 
conversion wheel,” Mr. Posner said. “I 
feel sure that in keeping with its past 
records, the industry will achieve and 
even exceed its goal.” 


Merger Produces New 
Plastics Firm 


New YorkK—Negotiations were con- 
cluded recently by the managements of 
The Pantasote Company of Passaic, 
N. J., and the Textileather Corporation 
of Toledo, O., to converge the companies 
into a new corporation—Pantasote Plas- 
tics, Inc. — that, with its subsidiaries, 
would produce artificial leathers and 
ve, fabrics and Vinyl resin 

m. 


The projected consolidation, an- 
nounced jointly by Hans Wyman and 
J. D. Lippman, presidents of Pantasote 
and Textileather, respectively, will unite 
combined sales aggregating $15,000,000 
and resources approximating $6,500,- 
000, and will be effected by means of an 
exchange of outstanding shares of the 
constituent companies for those of Pan- 
tasote Plastics, incorporated under the 
laws of Delaware. 


Under terms of the deal, also embrac- 
ing the acquisition by Pantasote Plas- 
tics of the outstanding shares of Astra 
Realty Company, from which Pantasote 
leases the plant and equipment employ- 
ed in its operations, each company, the 
announcement disclosed, retains its cor- 
porate entity and continues under its 
present management, with both deriving 
the benefits of centralized control, pro- 
curement, distribution and laboratory 
research. 

Management of Pantasote Plastics 
will include officials of the constituent 
companies, as follows: Mr. Wyman, 
president; Mr. Lippman and Henry W. 
Wyman, vice-presidents; Rudolf Koppl, 
treasurer; and Henry Cape, Jr., sec- 
retary. The board of directors will in- 
clude all officers (excepting Mr. Cape) 
and L. H. Green, of Detroit, Mich., 
Textileather’s board chairman, and H. 
E. Collin, of Toledo, director of Texti- 
leather and chairman of its executive 
committee. 
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MEN'S RIBBED-TO-TOE 
50% Wool—50% Cotton 


HALF - HOSE 


"“WOVENTEX" STYLE 8372/52... 
Staunch, warm Socks — the type 
men like. In 50-50 wool & cotton, 
and smartly ribbed cuff to toe. 
Packed '/, dozen to box: 2 pairs 
oxford grey, 2 navy, | cordovan, 
| maroon. Sizes 10 to 13. 

(Net 30 Days) $5.75 


FRIEDMAN cosy cone 


319 Fifth Avenue, Naw York City 16 














IHlals >» Ddeas 


LOR YOUR 


NEWSPAPER, ADVERTISING 





—If you advertise in newspapers 
write today for free samples of 


\. Sterling Shoe Mat Service 
A quarterly matrix service of carefully 
written copy, photographs and beauti- 
ful art work for direct mail and news- 
paper advertising. 


2. Vincent Edwards idea Clip- 
ping Service 
Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see or 
leave the selection to our advertising 
staff. 


VINCENT EDWARDS & CO. 


World's largest advertising service 
organization 
342 Madison Avenue, New York City 











Named a Buyer 
For General Shoe 


NASHVILLE, TENN.—The retail divi- 
sion of General Shoe Corporation, has 
announced the promotion of W. G. 
Cowan, Jr. to the position of buyer for 
the men’s retail division. 





W. G. COWAN 


For the past several years Mr. Cowan 
has been merchandise man for the Jar- 
man, Flagg Brothers and Hardy stores 
which are owned and operated by Gen- 
eral Shoe Corporation. 

C. M. Anderson, who has just return- 
ed from service in the Navy, will again 
assume his duties as merchandise man 
for these stores. 

In addition to Mr. Cowan’s buying of 
shoes, he will purchase moccasins, house 
slippers, hosiery, shoe trees, sandals, 
overshoes, casual footwear and other 
items sold in men’s shoe stores. 
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MEN'S SLIPPERS 

















Men's Brown Crushed Elk Leather 

High Cut Uppers of Good Grade 

Leather Soke Rubber Top Lift 
Heel—Felt Lined. 


$3.00 net 
F.0.B. N. Y. 






Men's Sizes 6 to I!. 36 pr. to case 
Minimum Orders 18 pairs 


Immediate Delivery 
KANDEL SHOE COMPANY 


Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 














X-RAY SHOE FITTERS 


PRIMEX «1... 


most imitated shoe fitter. 
Our circular tells you why 
« « « Write... 


PRIMEX EQUIPMENT CO. 
135 So. LaSalle St., Chicago 3, il. 
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SHOE HORNS 
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“EMERSON ELITE” (B 6) 


Reautiful — Strong— Shoe Horn of 


Lucite or Plexiglas—5” long. 
Assorted Colors 


$39.60 per gross 


EMERSON PLASTICS CORPORATION 
202 East 38th St., New York 16, N. Y. 
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Pincus Introduces 
Higher-Priced Line 

New YorK—A better-price shoe 
line, retailing $13.50 and higher has 
been introduced by Lester Pincus Shoe 
Corp. and will be sold on an in-stock 
basis, the firm has announced. 








LESTER PINCUS 


The brand name ofthe new line is 
| Le Danne Originals, from the name of 
the designers, Le Danne, who bring 
20 years experience to shoe creations 
for street and dress wear. The mer- 
chandise, in the opinion of buyers who 
have seen it, is outstanding for its 
craftsmanship and quality. Construc- 
tion is highly scientific and it is ex- 
plained by Mr. Pincus that some of the 
construction features are patent-pro- 
tected. 

The first shoes have been done in 
fine quality suedes, calf skins, patent 
leathers and crushed goat skins, to be 
followed shortly by a group in genuine 
reptile leathers. 

From the style angle, the shoes are 
| distinguished by delicacy of line and 
| silhouette, marking a return to foot- 
wear with the feminine touch. 
National advertising of the new 
| shoes was begun with full pages in 
Vogue and Harper’s Bazaar, to be fol- 
lowed by pages in these and other lead- 
ing fashion publications. 











Winthrop’s “Gadget Mailing” 
Precedes Salesmen’s Visits 


St. Louis, Mo.—With the approach 
of each sales season the Winthrop Shoe 
Company makes a gadget mailing to 
dealers and prospects announcing the 
coming visit of the firm’s salesmen. 

The current mailing is a two inch 
model of a baseball catcher’s mitt. The 
tag line on the cardboard baseball dia- 
mend to which the mitt is attached is: 
“Winthrop’s a catch for any dealer.” 





PLWH. VOLK & CO., 








MEN'S SLIPPERS 








MEN'S OPERAS 


Finest Colitornia Process Construction 





H-705 
Sizes 6 to 12 






e Brown ... Top Grade Leatherette 
e Genuine Top Grade Leather Sole 
e Fiexwm.e Platform 
© ComrortasLe Broad Wedge Heel 
© Lone Wearing Linings 

IN-STOCK for 


Immediate Delivery 


2-4 Lombard St., Baltimore 1, Md. 
also VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phila., Po 











WORK SHOES 








Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shnes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massechusetts 














MEN'S SHOES 


Douglas Shoes 
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DRESSY SHOES 
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IN STOCK — 
IMMEDIATE DELIVERY! 






SPECIALLY 
PRICED 


$9.70 


NET 







BLACK PLASTIC PATENT 
ANKLE STRAP 22/8 HIGH HEEL 
LEATHER SOLE M WIDTH SIZES 4-9 


18 PAIR MINIMUM 


McBREEN SHCE CO.., Inc. 


305 W. MONROE ST. CHICAGO 6, ILL. 
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SHEARLINGS 


re 


SHEARLI-KINS 


INFANTS AND MISSES MOCCASINS 


ADJUSTABLE 
DRAWSTRING - 
AND 
TASSEL 








Design ranted (U. S. Pat. Office) 
INFANTS 5-8 $1.85 


MISSES 9-3 $2.40 
5%—10 DAYS F.0.B. LONG BRANCH. W. J. 
AMERICAN RED 
ROVAL BLUE 
SNOW WHITE 


w 
Lined throughout with electrified White 
Mouton Lamb. 
p= ay Me Ste 8 or 9 to 3. Minimum Order 
Case Lots. 
OCTOBER/DECEMBER DELIVERY 


ECONOMY SHOE CO., INC. 
ROOM 944 MARBRIDGE BLDG. 
47 WEST 34TH ST. NEW YORK 1, N. Y. 














What's New - 
_In Shoes 


New Shoe Holder 


A new shoe holder for the displaying 
of shoes has been put on the market 
by Sylven Displays, Los Angeles. 
Nickel-plated and adjustable it enables 
the use of new mediums for the dis- 
playing of shoes such as trees, fences, 
poles and frames. 

The holder comes in two styles, one 
that is used for any vertical display 
unit, such as trees, poles, shadow boxes, 
plaques, etc.; the other for horizontal 
display units, as fences, rails, benches, 
slats, etc, 

It is now being used by department 
stores, chain stores, and individual 
shoe stores all over the country. 


Non-Skid Rubbers 











Ottawa.—A recent development of 
National Research Laboratories, Can- 
ada, is skid-proof rubbers, seen above. 
A protrusion of rubber embedded spikes 
extend less than one-eighth of an inch 
from sole and heel; provide traction on 
ice and snow. "Coasting and slipping is 
impossible,“ the laboratory report 
states. Walking on pavement is claimed 
less uncomfortable than doing so in golf 
shoes which have longer spikes. Not rec- 
ommended for linoleum floors. 


D. Myers & Sons 
Introduce New Line 


BALTIMORE, Mp.—A new line of 
ladies’ footwear, “Tailored Tred French 
Moderns,” has been announced by D. 
Myers and Sons, Inc. of Baltimore. 
“They are made exclusively in our own 
factories by the most modern methods 
and from the most carefully selected 
materials,” said Elkan L. Ries, sales 
manager of the Myers firm. “We are 
going to advertise this line nationally,” 
he continued, “in leading fashion maga- 
zines such as Harper’s Bazaar, Vogue, 
Seventeen, and others. An intensive 
merchandising campaign will be closely 
linked to our national advertising so 
that each shoe merchant will be sure to 
benefit. We feel that the line, retailing 
from $5.95, with its quality backed by 
strong national advertising is a big 
step in the direction of building depend- 
able consumer acceptance.” 








New Firm Makes 
Only Reptile Footwear 


BROOKLYN, N. Y.—A new shoe fac- 
tory has been opened here at 181 Bel- 
mont Avenue, under the corporate 
name of La Ciro, Inc. Officials are 
Jacob M. Levine, president; Louis W. 
Gordon, vice-president; Fritz Gruen- 
stein, treasurer. These officers are also 
the respective heads of the Air-Flight 
Shoe Company, Inc., in Brooklyn. 

La Ciro will manufacture high-styled 
reptile footwear exclusively. It will be 
the aim and policy of the company to 
create a product to take a place with 
other high quality footwear made in 
the New York area, according to Mr. 
Gordon. Some shoes have already been 
placed with well-known shops in the 
country, he said. 

The factory is in production and is 
expected to make deliveries the early 
part of November. A production sched- 
ule of 300 pairs a day has been set and 
is gradually being attained. 

The direct supervision of La Ciro 
will come under the guidance of Aaron 
Schoenfeld, formerly of the firm of 
Schoenfeld & Romano. Designing and 
patterns will be supervised by Sam 
Kaplan who formerly was associated 
with the Magee Pattern Company of 
New York. Merchandising and sales 
will come under the direction of Mr. 
Gordon. Showrooms have been estab- 
lished in the Marbridge Building. 





Goodyear to Expand 
Sole and Heel Plant 


GaADSDEN, ALA.—A $650,000 expan- 
sion program for Goodyear Tire & Rub- 
ber Co.’s new sole and heel factory here 
has been announced by A. C. Michaels, 
plant manager. The additional manu- 
facturing facilities will double the out- 
put of the plant, he said. 

Goodyear’s original shoe products 
plant was completed last fall at a cost 
of $750,000, bringing a brand new man- 
ufacturing item to Alabama. Approxi- 
mately 200 men and women are em- 
ployed now, and this number will be in- 
creased in line with the plant’s expan- 
sion, according to Mr. Michaels. 





Fox Shoe Buys Building 
In Haverhill 


HAVERHILL, Mass.— The Fox Shoe 
Corporation of Haverhill, Mass., has 
purchased the three-story brick build- 
ing at 108-114 Washington Street here. 
The firm, manufacturers of women’s 
shoes, has been occupying a building at 
3 Railroad Ave., and has been in need 
of more space to permit expansion. The 
company, which has been making low 
heel California construction shoes, has 
recently added a line of high grade 
California construction high heel pumps 
and sandals to retail from $7.95 to 
$5.95. Ben Orlick is president of the 


firm. 


Boot and Shoe Recorder 
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BOWS ° 


“GLAMORIZERS” 


by ACE BOWS 

















No, 14 


Black or Brown Suede; Black, Town Brown, 
Russet Calf; Black Plastic. Attractive 
metallic ornament in the center. 

$7.20 per dozen. Terms: 2% 10 days 
(Twelve pair minimum order) 

immediate Delivery. All Bows with Clips. 
Samples of other styles on request. 

ACE BOWS, INC. 

212 20th Street Brooklyn 32, N. Y. 
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MEN'S CLOGS & SANDALS 
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STYLE TWINS 
CLOGS 
85¢ 





01 pr. 
$] - F.0.B. N. Y. C. 
@ Patented Molded Process 

@ Stretchy Fine Quality Rubber 

ull Finish 

® Tailored Fit Assured 

© Soilproof-Washable Throughout 


SANDALS 


© Smart 


Packed 24 pairs to case, Assorted or 
Solid Sizes Small, Medium & Large 








MARATHON SPORTING SHOE CO INC 


116 Duane St., New York 7, N. Y 
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SUEDE SHOE CLEANERS 
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Rubber Sponges (also used for 
shoes) 
bors: Waa8 ber Sra 
Wire Brushes: 
$1.50 per dozen 
15.00 per gross (full gress lots or more) 
LYONS & COMPANY 
120 DUANE STREET, NEW YORK 7, N. Y. 
Quality Shoe Store Supplies fer 46 Years 











Buy Savings Bonds 
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English Manufacturers 
Visit Selby Plant 





Portsmouth, Ohio. — Two visitors 
from Great Britain take a look at the 
U. S$. as seen from the roof of the Selby 
Shoe Company's pliant here. At left is 
Jack McLaughland, factory manager of 
Saxone Shoe Company, Ltd., Kilmarnock, 
Scotiand, manufacturers of women's 
Styl-eez welt shoes. Af right is William 
Wright, director of Mansfield & Sons, 
Ltd., Northampton, England, manufac- 
turers of men's and women's Arch Pre- 
server, Easy Goer and Vani-Tred shoes 
under Selby license. The visitors were 
making a comparison of the various shoe 
manufacturing operations here and 
abroad. 








P. C. Stevens to Represent 
Acme Backing 


WaLLIson, Mass.—Percy C. Stevens, 
widely known to the shoe trade of New 
England is now sales representative in 
that territory for Acme Backing Corp. 
of Brooklyn. His experience in selling 
supplies and service work to shoemak- 
ers of the area extends over twenty 
years, and his friends include all the 
old-timers as well as the more recently 
established producers of women’s foot- 
wear. 

For the time being, Mr. Stevens will 
make his headquarters at 188 Marlboro 
Street, Wallison, Mass. 





A. C. Lawrence Team Wins 
State Softball Play 


WINCHESTER, N. H.— Entering the 
New Hampshire Industrial Softball 
League for the first time this year, 
members of the A. C. Lawrence Leather 
Company’s shearling tannery at Win- 
chester, N. H., captured the New Hamp- 
shire State Championship under man- 
ager Stanley Naramore. The shearling 
boys showed some mighty smart play- 
ing against seasoned veterans in the 
Icague and are looking forward to mov- 
ing into the sectional competition play- 
ing next year. 
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MEN'S SLIPPERS 











MEN'S 
HEAVYWEIGHT FELTS 


HARD LEATHER SOLES. 
Rubber Heels 


$9.00 






#1089 
Oxford Grey 


7 to |1|—Hoalf Sizes 
24 Pairs per case Minimum Order 
In Stock—Immediate delivery 
HARPER & KIRSCHTEN 


SHOE CO. 
323 W. Monroe St., Chicago, Ill. 
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MEN'S SLIPPERS 
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ANGUS CHECK 


Rich, Hound's-Tooth Pattern 





Fabric Uppers—Fully Cut Long Lasting 

Leather Soles—Shock Absorbing Heels— 

Crush-proof counters through superior 
construction. 

Colors: BROWN, BLUE AND RED 
Sizes: 6-11 36 pr. to case 
Minimum Order 18 prs. to a color 
IMMEDIATE DELIVERY 
KANDEL SHOE COMPANY 


Men's and Boys’ Fine Shoes 
14 Reade Street New York 13, N. Y. 
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MEN'S SLIPPERS 
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MEN’S LEATHERETTE EVERETTS 


Leather Soles 
Rubber Heels 


$1.25 


Net 10 days 
F.0.B. N.Y. 


Fh Bn No. 2400 


Men’s Black, Brown, Sizes: 6-9, 6-11 
Boys’ Brown, Sizes: 2-6 


wens Blac y~ 4-9 
las, Cinn Shows 


POLONER SHOE co. 


156 Duane Street New York 13, N. Y. 
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CANADIAN FOOTWEAR 
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Your 
Purchasing 
Agent 


Canada is a rich all-around market 
that supplies many requirements. We 
make the best purchase for you, on 
the best terms, and arrange deliv- 
ery in the right way. We get you 
the goods at least cost and great- 
est gain for you. 


LET US KNOW your requirements. 


LESTER AGENCIES 


FOOTWEAR AND ALLIED INDUSTRIES 
64 Wellington St. W. Toronto, Can. 











Ohio Wholesale House 
Changes Hands 


CHILLICOTHE, OHIO.—J. W. Best, 
owner of the J. W. Best Shoe Company, 
wholesale shoe distributors, has sold 
the business to Benner Walley, owner 
of a Bainbridge, Ohio department store, 
who will operate it with his two sons, 
James and Joseph Best. 

The new firm will be known as the 


30 Years with Goodyear 





R. A. Hamersiey, shoe products rep- 
resentative for Goodyear Tire & Rubber 
Company in Dallas, Tex., has completed 
30 years’ service with the company. A 
native of Chicago, Mr. Hamersiley joined 
Goodyear as a salesman in 1916, and 
has been associated with sales during 
most of his career. First employed at 
Houston as general line salesman, he 
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MOCCASINS 
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GIRLS' STURDY, DURABLE 
MOCCASINS 
OSaeocttekion Sow 
$2.25 
per pair 


Immediate 
Delivery 


Sizes: 4 to 8, 5 to 9 
Other Type Moccasins In Stock 


CONJOR SHOE COMPANY 
































later held similar positions at Dallas, 287 Brocdway New York 7, N. Y. 
and Abilene, with exception of one year 
during which he was zone and service | ._...... winntcettunttaiin 
manager for the company in the Dallas 
district. He was named to his present MEN'S SLIPPERS 
position in 1928. 
G. Risley F BEST GRADE 

- Risley Forms BROWN KIDSKIN OPERA 


Midwest Shoe Sales 


CoLumBus, O.—George Risley has 
taken over the sales territory for the 
new quality line of indoor satin and 
fabric women’s slipper’s, ‘“First- 
Niters,” made by the Scioto Manufac- 
turing Co., Portsmouth, Ohio. The firm 
is operated by John Schroeder. 

Mr. Risley was associated with the 
Selby Shoe Company for 30 years be- 
fore taking up his present duties. He 
plans to open a Columbus office and 
salesroom, and after augmenting hisline, 
to operate as Midwest Shoe Sales. In 
addition to the Scioto line, Mr. Risley 
also will handle a casual indoor and 
outdoor moccasin made by Tres Her- 
manos, Albuquerque, N. M. 





Bert Manthorne Forms 
Wholesale House 


Boston—After 14 years with G. R. 
Kinney Company as buyer of women’s 
shoes, Bert Manthorne has formed the 
Manthorne Shoe Co., wholesale wo- 
men’s footwear business at 210 Lin- 
coln Street here. Mr. Manthorne has 
been associated in shoe business for 
most of his life and has had experience 
in both the retail and manufacturing 
ends. 

His lines will represent a limited 
number of outstanding manufacturers. 

Known well in shoe circles through- 
out the country, Mr. Manthorne was 
formerly associated with Boor AND 
SHoe REcoRDER as a member of the 
Boston staff. 





7 lron Soles 
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$3.35 per pair 
Sizes 6-11 Packed 36 pairs to case 
AT ONCE DELIVERY 


CONJOR SHOE COMPANY 
287 Broadway New York 7, N. Y. 
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OUTDOOR BOOTS 
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Scarce Item — Buy Now! 
LADIES’ RUGGED WEATHER 
OUTDOOR BOOTS 
Toasty-Warm 
BROWN COWHIDE 
Fleecy Lining 


Immediate 
Delivery 


$6.25 









eo NSOR SHOE COMPANY 
287 Breadwey CO. 7-7972 New York 7, M. Y. 


Boot and Shoe Recorder 





















































___PLAID SHOE LACES 











PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 
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MEN'S “HUNTPACS" 


6 EA OF Fee 



















BEAT THIS 
VALUE 


* Oiled Tan Leather Tops 
* Rubber Bottom 

* Sewn-in Tongue 

* Hooks and Eyes 

* Rawhide Laces 
*Cleated Soles & Heels 
* Extra Fe't Insoles 

* Newest 12” Pattern 


3475 
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Size Scale: 3/6 1/7 4/8 1/9 8/10 stor nye 








N SPORTING 


SHO 


New York 7, N 
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DRESSY SHOES 


6 OF Pe 


IN STOCK 











IMMEDIATE DELIVERY! 


SPECIALLY 
PRICED 


$3.10 






BLACK “STRETCHIE" SUEDETTE 
trim of brilliant silvertoned noailheads 
on upper and platform 
22/8 HIGH HEEL LEATHER SOLE 
M WIDTH SIZES 4-9 


18 PAIR MINIMUM 


McBREEN SHOE CO.., Inc. 


305 W. MONROE ST. CHICAGO 6, ILL. 
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General Shoe Boosts Wages 


NASHVILLE, TENN.— General Shoe 
Corporation has announced an addi- 
tional wage increase of five cents per 
hour for its several thousand employees, 
according to president W. M. Jarman. 

The new boost has brought wages, by 
way of general increases, up 20 cents an 
hour since V-J Day alone, the company 
stated, plus six paid holidays per year, 
a recently announced policy. In a let- 
ter to company employees Mr. Jarman 
also advised all General Shoe employees 
of a serious leather shortage which may 
force a cut in production of from 25 
to 30 per cent in October, with little im- 
provement in supplies expected before 
January. 

The letter also pointed out that 
whereas government reports indicated a 
cost-of-living increase of about 11 per 
cent since V-J Day, company employees 
have received wage increases amount- 
ing to more than twice this. 





Desco Has Television Program 


New York.—A television shoe show 
was staged by Desco Shoes, over the 
American Broadcasting Company’s 
WABD station in the DuMont Televi- 
sion studios at the John Wanamaker 
Store recently. 

The television show, one of the first 
of its kind to be staged, was done in 
connection with Chernow Advertising 
Agency’s television hour, using John 
Powers models. The program is the 
Jchn Powers Charm School. 

“We believe that selling by television 
will be used in the not too distant fu- 
ture,” said Fred Diamant, of the Desco 
Corporation. “We want to be in it, 
study it and be ready when the time 
comes to use this medium to its fullest 
advantage,” he added. 

The commercial for the shoes was 
acted out by the Powers models, with 
commentary on styles by a stylist of 
the agency. 





12 Firms Sign With 
Sbicca-Del Mac 


New YorK—According to an an- 
nouncement by James F. Fitzsimmons, 
general manager of Sbicca-Del Mac, 
Inc., twelve additional firms have 
signed license agreements to utilize the 
Sbicca-Del Mac process. 

Massachusett’s firms are: Gold Seal 
Shoe Corp., Auerbach Shoe Co., and 
Evalle, Inc., of Boston; Kent Shoe 
Corp. and Unity Shoemakers Corp. of 
Haverhill; Edward Newhall Slipper 
Co., Inc., Lynn; and Jay Shoe Manu- 
facturing Co., Cambridge. 

New York firms are S & M Stock- 
fitting Co., Brooklyn, Skippy Footwear 
Co., New York City, and Eastern Foot- 
wear Corp., Dolgeville, N. Y. Others 
are Windsor Shoe Co., Inc., Littles- 
town, Pa., and B. E. Cole Co., Norway, 
Maine. 
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BRONCO DELUXE 
MEN'S 


Handwoven Muaraches 


SIZES: 6 to 10 


MIN. ORDER $4.50 ae sama 


12 PAIRS 


BRONCO OPEN TOE 
$ 00 IMMEDIATE 
& 


PRICES F.0.B., 


LOS ANGELES DELIVERY 


MACON DISTRIBUTORS 
719 West Third St. Los Angeles 13, Calif. 
Direct Factory Representative 
Specify color wanted: Orange or natural tan 
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PRICE TICKETS 
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CHRISTMAS PRICE TICKETS 


” wide, 244” high 
XMAS COLOR Select from 109 prices 
30¢ per doz., 12 doz. $3.00 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. D 
209 S. STATE ST. CHICAGO 4, ILL. 

















Demonstrates Polishes 
At Notion Show 


Derroit, Mich. — A recent notion 
show, called “The New World of Sew- 
ing,” was held at the J. L. Hudson Co., 
here, recently. The show, given on the 
twelfth floor of the store, featured the 
appearance of prominent personalities 
from publications and manufacturers 
who supply the needs of homemakers 
and fashion-minded women. 

Among those appearing was Jerome 
Z. Rosenfeld, representative of Cava- 
lier Company, Baltimore, Md., the only 
manufacturer of shoe dressings invited 
to participate. Mr. Rosenfeld explained 
and demonstrated the proper applica- 
tion and use of shoe polishes, cleaners, 
dressings and dyes. 
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SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 











Experienced Salesmen 
WITH FOLLOWING 


To handle outstanding line of wo- 
men's novelty footwear—in-stock 


service—for the following areas: 


Metropolitan New York City 
New York and New Jersey 
Ohio and Pennsylvania 
Michigan 
Illinois, Wisconsin and 
Minnesota 
Indiana, Kentucky and 
Tennessee 
lowa, Nebraska, North and 
South Dakota 
Maine, New Hampshire and 
Vermont 
Montana, Wyoming, Idaho, 
Utah and Colorado 
Arkansas and Louisiana 
Missouri and Kansas 
Write full rticulars, advising 
lines previously handled, lines now 
carried, etc. All replies will be 
treated confidentially. 


Best Shoe Company, Inc. 


157 Lincoln St. 
Boston 11, Mass. 


The following territories are now 
available to top-notch women’s foot- 
wear salesmen: New York State, 


Pennsylvania, Vi N 
ging hag 
si Louisiana, Texas, 


N Wisconsin, esota, 
North Dakota, South Dakota, Wash- 
ington and Oregon. 


PRODUCT — “Play-Mox”, a qual- 
ity, all-leather, soft-sole, Indian- 
style ladies’ moccasin made in full 
sizes and nationally advertised. 


Men selected must have excellent following 
and be well established in the territory de- 


—. In reply advise at wently and 
joroug territory Is ; how | 
you have worked the 4 


territory; lines re 
sented; age; business and financial aiscanens. 


TRES HERMANOS 


Attention: Leonard S. Hartman 
309 North Third Street 
. New Mexico 








SALESMEN WANTED 


Full time ing repr tatives te carry our line 
exclusively on drawing account basis. Our line con- 





sists of felt and leather Si 
Shoes. 


ippers, Sandals, and Play 
Territories open (i) !linois-indiana; 
lowa, Nebraska, North and South Dahetas (3 


SCHWARTZ FOOTWEAR COMPANY 
419 North Water St., Milwaukee, Wisconsin 


SALESMEN, WITH CAR 


wanted by established Wholesale 
Firm with excellent Line Men’s, 
Women’s and Children’s Loafers, 
Slippers, Playshoes, Sandals. 
Expenses, Plus Commissions 
Many Territories Open 


Address 338, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SHOE SALESMEN: FOR WHOLESALE 
DISTRIBUTOR, on commission basis. We 
expanding — Following territories open: 
Michigan, Mississippi, Arkansas, Missouri. Illi- 
nois, Oklahoma, Nebraska, Colorado, California. 
To sell retail and Chain stores—Boys’ McKay 
Rubber Sole Shoes, Boys’ Leather Sole Good- 
year Welts, Misses’— Growing Girls’ and 
Women’s McKay Welts. Women’s and Men’s 
Moccasins, Men’s Slippers. Only men with ex- 
perience need apply. Give full particulars in 
detail. Address #309, care Boot & Shoe Re 
torder, 10 High Street, Boston 10, Mass. 





S \LESMEN WANTED IMMEDIATELY for 
T and Ark . preferably someone 





living in Memphis or vicinity. Fast line of 
Women’s Novelties, Casuals, and Sport Oxfords 
with progressive house. Good opportunity for 
live wire to make a permanent and profitable 
connection. Address #334, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y¥. 














SALESMEN WANTED 
Fall Line of Shoes and Slippers 
for Men, Women and Children. 


BLAIR & ROSS, INC. 
23 Beekman Street, New York City 





CAPABLE SALESMEN 
FOR TOMORROW'S BUSINESS 
One of the leading Rubber Footwear 
Manufacturers (established 78 years), 
is expanding its Line and its Sales Force. 
High quality line of staple and new items 
backed with a powerful and unique Ad- 
vertising and Sales Promotion Program. 
Write in confidence, outlining experience 
and qualifications. A real opportunity 
for young men with retail footwear sales 
experience. Write: Sales Personnel Man- 

ager, 


Box +313, Care of BOOT AND SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMEN WANTED 


Manufacturer's Line of Nationally Adverti 
Canvas and Waterproof Footwear to serail 
Commission basis. Territories open are: 
Kentucky, Indiana, Ohio, 
yy ant Aspen. Witte com- 
details a. jection handling 
SHOE RECORDER 


nip 


323, care BOOT & 
East 42nd Street, New York 17, N. Y. 


f 





NATIONALLY ADVERTISED 
Line of Casuals and Slippers — Need 
aggressive salesman for Pennsylvania; 
also Iowa and Nebraska. 


Address 822, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















CAN EARN $10,000 to $15,000 YEARLY. 
St. Louis firm with established ac — has 
ing for shoe men to carry omen’s 
Eich “Grade Novelty Shoes, Play Shoes and 
Sport Welts covering North Dakota, Nebraska 
and Kansas. If now carrying magufacturer’s 
line can be carried as side line or carry line 
exclusively. Give full particulars in your appli- 
cation regarding ability, lines handled and terri- 
tories covered. Address: Box #321, care Boot 
and Shoe Recorder, 1221 Locust Street, St. 
Louis 3, Mo. 








SIDE LINE SALESMAN WTD. 


SALESMEN WANTED 
For brand new accessory "SHOE 6! yf 
Stops women's shoes from gaping and slip- 
ping at the heels. Saves wear on ge 
Attractive discount. Will not compete with 
any line you now carry. 

DELONG AND DREISBACH 
617 WN. St. Elmo Street, Allentown. 

















SHOE ORNAMENTS SALESMEN, Sideline; 
15% Commission. State territories covered. 
Write all particulars. Address #339, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 
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advertising is payable 





nm advance. 
isers on contract. 
Classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 


all Advertisements for this page must be In our New York Office 10 days preceding publication date = 


advertising except reguiar advert 
The rate or all displayed er boxed In 


CLASSIFIED ADVERTISING RATES 


undisplayed classified advertising is 10 cents a word under any of our classified headi Minimum rate is $1.80 

on. When & box number le devired, adaretsae to any of cur oiose tt moran wean bane fo ie ‘ 

rate. If advertiser’s own name and address is used, count each word (street number is one word) at word rate. 
i Send check or money order with your copy. No accounts are opened for classified 


ed for this and charged 








Boot and Shoe Recorder ‘ 





